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IN 56 CITIES scattered throughout the 
entire United States, leading jewelers 
are concentrating on Dolly Madison, 
the newest pattern in Sterling by The 
Gorham Master Craftsmen. These 56 
wide-awake progressive jewelers believe 
that it pays to advertise Dolly Madison. 
They have invested thousands of dol- 
Jars of their own money in newspaper 
advertising and have found it a profit- 
able investment. 
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PORTS clothes have caused quite 
S a controversy in fashion circles 

as in the three countries, France, 
England and America _ sportswear 
takes on three different meanings. In 
France, the couturiérs have more or 
less followed the wish of the modish 
American woman and designed frocks, 
jewels and util- 
ity things to be 
worn during 
daylight hours 
for all manner 
of occupations 
for which in- 
formal clothes 
aresuitable. 
But these the 
French woman 
wears only at 
tennis games, 
on club piazzas 
and at the 
Riviera. In En- 
gland rough 
country clothes 
are used only 
on the moors, 
while garden 
party frocks 
and picture hats 
appear in the 
Royal Box at 
games and 
meets and the races, as often as any 
other type of costume. 

It is in America that sportswear has 
been developed in three diverging lines. The first, sports 
ensemble, is less formal than the tailored suit but inter- 
changeable with it for morning wear in town, for subur- 
ban use most of the day, and for the sports spectator 
everywhere. 

Silkk or woolen suits, separate crepe dresses, with or 
Without extra wraps and cloth dresses are listed under the 
first head, in formal clothes for the daytime, for the sport 
spectator or the early trip to town. 

Jersey dresses, silk and wool knit sweaters, all-white 
or high-colored silk, flannel or sheer wool, two-piece or 
straight lined dresses make the second group, the things 
used for morning in the house, local shopping and market- 
ing, for motoring and sometimes, for golf. 
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The third group of country clothes is 
strictly for the sport participant. This 
group includes cotton, silk and wool 
dresses for the golfer, the tennis play- 
er, the rider and for wear on the beach. 
The golf frocks are long sleeved, 
straight of line and there are gussets 
for needed fullness in the sleeves and 

in the back of 
coat or blouse. 

Tennis frocks 

have skirts 
given extra full- 
ness with plaits 
or gores, collar- 
less and sleeve- 
less blouses and 
with low-cut 
backs for advo- 
cates of the sun- 
tan vogue, 
Jewels and ac- 
cessories for 
wear with these 
three types of 
‘sports costumes 
are limited for 
the last group, 
the regulation 
sport clothes, 
more varied for 
the sweater cos- 
tumes and still 
more inclusive 
for the spectator clothes. 

Golf, tennis, riding and yachting will 
necessarily confine the jewelry to a 
watch, utility pins, belt buckles and perhaps a bead or 
metal choker and a particularly favored finger-ring. These 
pieces will have the simplest patterns and construction 
and small gems for their settings. They will use only 
smooth-cut gemstones, wood or metal plates, and geometric 
lines will make their patterns and forms. 


ye second group of sport clothes with its jersey 
dresses, silk and wool sweaters, or frocks of all-white 
silk, flannel or knitted textiles, its high-colored silks and 
three-piece costume with colored blazer, black skirt and 
white waist, will use for its jewels, chokers, a watch, finger 
rings and bracelets and there will be vanity bags and 
purses in the jewelry ensemble. The motor clothes will 
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be included in this group and for the summer they will 
show the new fleece coats, plaid and checked cheviots and 
with them will go elaborately fitted cases. 


E knitted sweaters and sweater costumes with the 
jersey coat and skirt and separate blouse will use 
innumerable arrangements in modernistic motifs for their 
applique and cheveron patterns. In the first illustration, 
three of these costume sweaters are shown. They have 
been made after the type of the English Jersey, a cross 
between a knitted blouse and a regulation Jersey sweater 
as we know it here. 
At the left hand side of this first illustration is a jersey 








border for the cuffs, the neck edging and the Russian fag. 
tening on this sweater blouse. A neck chain of black 
silk cord, finished with silk tassels and decorated with 
three carved knobs of jade was chosen for wear with this 
colorful sweater. All three of these costumes were fin- 
ished with skirts to match the darker tone of the sweaters 
with coats or wraps to blend and with hats carrying out 
the lighter tint in the costume. 

Cotton clothes for country wear have quite a different 
type of jewels on their own particular list. Colored beads 
enameled plaques, chokers of carved wood, belt and slipper 
buckles to match the bead choker and bangles to match 
the necklace plaques, are the favored jewels for wear with 
cotton frocks and the new farm. 
erette costumes, with garden 
prints and beach negligees. 

The second illustration shows 
a trio of these new cotton cos. 
tumes. The first figure is wear. 
ing a little pique frock in a pas. 
telle tint, with choker and belt 
buckle in enamelled wood. The 
dress at the center is for house 
wear. It has a band trimming at 
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White cotton piqué and col- 
ored linens make these infor- 
mal summer clothes 








the side with laced black sateen 
ribbon for its trimming. A long 
necklace of black-enameled rect- 
angular pieces of silver is wound 
twice around the neck. 

For garden wear, for the house 
porch and the beach, the new cos- 
tumes with colored overalls, 
tucked-in shirts and wide-brim 
straw hats, or with white middy- 
blouses end wide-legged trousers 
3 of colored linens will be extremely 
X ‘Za =] popular this summer. As it is 
> shown in the third figure in the 





cut from a knitted material with an exceedingly wide 
stripe for its pattern. The light-colored portion of this 
sweater may be white, cream, beige or silver-tone and the 
darker stripe, black, navy, russet, emerald green or orange 
with narrower blending stripes between the light and 
dark tones. Jewels for wear with this sweater will be 
the simplest type of choker, a wristwatch and perhaps 
a ring or two. As it is shown in the first figure in the 
first illustration, it is worn with a choker necklace of new 
design. Two rows of faceted black onyx have an over- 
lapping plaque at the front. The tri-cornered piece of 
gem-stone in this central motif is chosen to match the 
color most conspicuous in the roman stripe of the sweater 
material. 

Gray and green are the colors chosen for the sweater, 
scarf and jewels, sketched as the central figure of this 
first illustration. There is a clasp for this scarf in faceted 
green jade and the sharp three-cornered inlays on the 
sweater are woven in silk, given an edge of silver thread 
and inlet into the knitted sweater of gray wool. 

One of the latest multi-colored costumes was seen lately 
with the third sweater shown in the first illustration, as 
its principal unit. Gold, red, green and black were the 
colors used for the pattern of concentric circies and the 





second illustration, this trousered 
negligee for porch wear, has a yoke of blue linen on its 
lemon-yellow blouse, blue linen trousers and it is worn 
with a pair of bangles cut from lapis lazuli and a huge 
ring of the lapis hung from a cord of braided white 
cotton. 


HE garden prints in this second group of country 
clothes have high-colored grounds and small flowers 
for their all-over patterns. These are used to make hat, 
dress and parasol for wear in the garden. A choker neck- 
lace and a pair of matching bracelets, colored to blend 
with the chief hue of the frock would be appropriate. All 
black sateen with a piping of orange, bright red or em- 
erald green makes another of these informal cotton cos- 
tumes with the jewels repeating the color of the piping 
their enamel or gem stones. Prints in all-over small pat- 
terns of black and white are used for garden frocks and 
porch pajamas. A Russian type with a high collar and a 
side fastening makes an exceedingly effective pajama suit 
in a modernistic pattern of orange and Chinese red, black 
and green, and for wear with it there are huge bangles 
and a long string of flat discs for a necklace. 
Spectator clothes, the largest group of all the modert 
French and American sport costumes, are carried out 
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‘to blend with any of these new 
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this summer in fine silk crepe and sheer wool for three- 
piece suits, in the two-toned ensemble and in dresses of 
heavy silk, covert cloth or wool and silk mixtures. Sep- 
arate wraps are used with these dresses. These may be 
coats or capes of short, long or three-quarter lengths, in 
velvet, corduroy, wool, silk or satin. 


IDE brimmed hats, the still-favored cloche and the 
small tight-fitting knitted hat are chosen to blend 
with particular types for these spectator costumes. The 
wide-brimmed picture hats are used arbitrarily with sep- 
arate dresses, three-piece suits or to match in their trim- 
ming the material of the outer wrap. 
Vanity cases, fitted cigarette 
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costumes. It is a note that will be considered at greater 
length in future fashion stories in THE JEWELERS’ CIR- 
CULAR. 

A huge picture hat of floppy straw, trimmed about the 
crown with windings of soft crepe-de-chine makes the 
hat to wear with the one-piece highwaisted dress, shown at 
the right hand side of the third illustration. The lingerie 
touches, so highly spoken of by European sojourners, are 
taken here as the principal point of this otherwise simple 
dress. The frock material is a silk crepe of solid color in 
medium tones of blue, red, brown or green as desired. 
Cuffs and collars of clear white handkerchief linen are 
finished with bows of crepe-de-chine repeating the color 








cases and handbags are provided 


spectator clothes. Cosmetics are 
more important than ever this 
summer; smoking is more preva- 
lent among fashionable women 
and the handbags are here as 
much to carry out a definite color 
note in the costume as they are 
for any utilitarian purpose. 





Brilliant color and varied en- 
sembles make the favored 
spectator costumes 





Earrings and brooches now 
join the list of appropriate sport 
jewels, and diamonds, pearls and 
the colored gems are considered 
quite correct with these gowns 
for the modish spectator. The 
earrings are of three types, large 
loops, three-quarter length 
fringes and exceedingly long 
clusters in realistic fruit and 
flower designs. 

The brooches are used as dress 
ornaments to fasten scarves or 
decorative bows in place, or they 
are used as hat ornaments or 
slipper buckles. The necklaces now show plaques to 
decorate the simpler choker and the finger-rings are 
mounted with large diamonds, pearls and colored gems. 

In the third illustration, three types of these spectator 
costumes are given. At the left hand side is the gown 
with matching scarf-collar on the coat, in brilliant col- 
ored Roman-striped silk crepe. The main color in this 
silk is a peacock blue and this is the color that has been 
taken for the woolen coat. Capucine tints blended with 
black and white for the smaller stripes on this silk dress 
are the color notes taken up by the jewels and utility pieces 
for wear with this costume. The Roman silk is used for 
the coat lining, the lining of the hand bag and the facing 
for the quaint Dutch cap straw hat shape. 

A separate short coat and a cloche with an upturned 
brim at the front is shown in the second figure in the 
third illustration. The necklace plaque and the handbag 
take a high color, while the blouse is in oyster white and 
the skirt in plaited black silk crepe. Vermillion, Nile or 
grass green, electric or peacock blue, orange or chartreuse 
are the brilliant hues contrasting with the black and white 
of the blouse and skirt for this important spectator cos- 
tume. In this ensemble is seen an indication of the trend 
toward the use of three of four colors in many of the new 








of the gown and adding borders or stripes of white. 


cJ~ HE jewels for wear with this separate frock are 

elaborate designs for earrings and necklace pendants. 
There is a buckle on the narrow belt at the waist and a 
brooch to fasten the bow at the neck of this little spectator 
sports frock. 

Brooches, earrings, choker necklaces, bracelets, watches, 
vanity cases and fitted bags are the favored jewels and 
utility things of the sport spectator. Red and blue 
tourmalines, peridots, the opaque stones, small diamonds 
with the new cuttings and the colored gems are used for 
the settings. Lines of amber, chrysoprase or olivines 
catch and repeat the modish yellows and yellow-greens. The 
wood browns are emphasized with dark brown agate and 
contrasted most successfully with sapphires, emeralds or 
the blue of lapis or turquoise. It is through their value as 
a color note that these special jewels attain their popularity. 

This summer these sports clothes and their appropriate 
jewels will make an endless and attractive array of cos- 
tumes seen wherever modish women congregate. They 
will offer suggestions for future designs in sports clothes 
and their jewels and many of their details will carry over 
into the new costumes for the fall. 
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The Recognized Authority of the Trade 




















A Great Convention 


HE convention of the National Wholesale Jewel- 
ers’ Association in Chicago last week, the de- 
tails of which appear elsewhere in this issue, 

will go down in the history of organizations as one 
of the most important and successful gatherings of 
jewelers that has been held in the trade in many 
years. Important as it was to its members and in- 
formative and interesting as it proved to be to all 
who attended, its value to the jewelry industry, as a 
whole, is even greater because it established the fact 
that a trade convention can be a vital force in develop- 
ing the business management of an industry, and, a 
school of instruction to those who will expend the 
time, money and effort necessary to go to these 
conventions, attend every session and _ partici- 
pate in its proceedings 100 per cent. It showed 
that real conventions are wanted; that real ef- 
forts to improve conditions by proper discus- 
sion and reports on economic and business prob- 
lems are thoroughly appreciated. This appreciation 
was manifest by the full participation in the discus- 
sions and cooperation given by those who were seek- 
ing to get the information desired. This convention 
proved beyond the slightest doubt that the idea that 
the businessman is not interested in serious con- 
ventions, is totally erroneous, and that even more 
erroneous is the idea that the day of business asso- 
ciations as constructive and developing forces in the 
industry is a thing of the past. 

It is true that the importance of this gathering 
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was heightened by the Jewelry Trade Conference 
with the Federal Trade Commission that was inter. 
spersed between its sessions, and this brought some 
people to Chicago who might not have come other. 
wise. But the Trade Conference which has accom. 
plished much for the industry (and may accomplish 
more in the future), was simply a phase of the con. 
vention work, and the regular sessions after the cop. 
ference adjourned, which were crowded with mem- 
bers from the opening topic in the morning to the 
last bit of business had been disposed of, indicated 
that the other matters taken up were deemed equally 
important in the eyes of the membership at large. 
Following as it did another convention in which no 
business matters were discussed, but in which the 
members listened only to “inspirational” addresses, 
the contrast was a subject of remark. 

Altogether the Chicago convention proved for all 
time that the National Wholesale Jewelers’ Associa- 
tion is a real and valuable power for education and 
development of the jewelry industry, and is doing 
constructive work that cannot help but benefit the 
trade at large. There was no wholesaler or manu- 
facturer who attended who was not benefited as a 
businessman and who did not come away with a bet- 
ter appreciation of the facts underlying conditions 
that beset him; also with some idea as to what can 
be done to remedy these conditions or at least amelior- 
ate their effect on his business. 





Buying for Cash or on Long Terms 


Tas first part of a circular sent out last week by 
a New York manufacturer under the heading 
“Can the Retailer Compete?” (meaning compete 
with the chain stores, mail order houses, etc.) will 
make many retail jewelers sit up and take notice as it 
brings home to them strongly and vividly a weak- 
ness in the whole structure of the jewelry business 
today that is militating against the success of‘ou~ 
merchants in their fight for business against big or- 
ganizations; namely, the long terms under credit con- 
ditions which eventually add to the price of mer- 
chandise. The circular reads: 

It is no secret that the chain store—the mail order house— 


and the department store is hard competition for the retail 
jeweler. 

The reason is very simple. 

They buy their goods for CASH—and CASH TALKS. 

Manufacturers who say they sell only to jobbers run to the 
chain store—the mail order house—and the department store 
and sell them at the same price they sell to the jobber—be- 
cause they GET THE CASH. 

That is why you—the retail jeweler—cannot compete. 

It is no secret that the chain store—the mail order house and 
the department store buy their goods for less than you do. 

As long as they pay cash they will continue to buy for less 
than you do—and sell for less than you do. 

As long as you demand long terms—you must pay for those 


terms. ; 
And you cannot buy on long terms at the same price as the 


man who pays cash. 5 

While we cannot subscribe completely to all the 
statements made, the logic of the whole argument 1s 
unassailable. As long as the jeweler buys “terms” it- 
stead of merchandise, he will never be in position to 
successfully compete with the merchant chain or com- 
bination that buys for cash. 
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Commissioner of Labor Statistics Attacks Use 
of Radium Dials 


S the radium dial necessary for the jewelry and 
if kindred trades? Is it an asset sufficiently val- 
uable to continue, in view of the danger found in 
manufacturing? Could it, in the interests of hu- 
manity, be discouraged and discontinued? These 
questions have been practically put up to the jewelry 
and clock industries by the statement just made pub- 
lic by the Department of Labor through the Commis- 
sioner of Labor Statistics, Ethelbert Stewart. Mr. 
Stewart’s bureau has just 
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If luminous dial painting is to be continued, he 
makes a series of recommendations as to special pre- 
cautionary measures that should be adhered to. Part 
of these protective measures are in effect in some of 
the establishments making radio dials and some in 
others, but in no case, said the commissioner, “even 
in the best regulated establishments have all the regu- 
lations been adopted.” 

There is no doubt that exception will be taken to 
Commissioner Stewart’s report in some quarters and 
no doubt that many of the points that he makes as 
to the danger of the occupation of dial painting will 

be answered more or less 





completed a study of the 
effects on the health of 
workers of the use of 
radio active substances, 
especially the luminous 
dial painting industry, 
and his survey revealed a 
number of fatal and seri- 
ous cases among those 
working with luminous 
paint. According to the 
survey, a total of 330 sus- 
pected fatal and living 
cases have developed since 
1922 among persons who 
have been employed as 
dial painters. This, he re- 
gards, as a large number 
in view of the fact that 
probably not more than 
2000 individuals have 


the industry at large. 


dential if so desired. 





Is Yellow Gold Coming Back 
in Watch Cases and Jewelry? 


WING to the number of inquiries received 

on the above subject we would be pleased 
to hear from any readers who may have noticed 
a change in the attitude of customers that would 
indicate a call for gold jewelry or watch cases 
in the natural color of the metal. Reports show 
that there has been some call for yellow gold, 
but whether it is growing or is confined to cer- 
tain localities is not apparent. 

We are not seeking opinions or statements as 
to the preferences of the dealers or manufac- 
turers, but only wish facts as to the reactions — 
of the consumers, to be used for the benefit of 


Statements will be considered strictly confi- 


effectively by those en- 
gaged in the industry. 
Nevertheless, the ques- 
tions which he puts to the 
jewelry trade are impor- 
tant from a humanitarian 
standpoint and should be 
answered. If the lumin- 
ous dial is not a real asset 
to the industry and can 
possibly be done away 
with without serious loss 
to our manufacturers and 
dealers, the problem is one 
simple of solution. If, 
however, the public in- 
sists upon the luminous 
dial on watches and clocks, ' 
we should seek at once to 
cooperate with the depart- 
ment in helping to have 
their regulations adopted. 








been employed in this 
work in the 16 years since 
the industry has been in existence. 

In view of the subtle action of radium and the 
dength of time elapsing before the appearance of 
serious symptoms in an operator, the commissioner 
recommends the total cessation of radium dial paint- 
ing as the only method of safety which will convince 
everyone of its efficacy. In the course of his report, 
he says: 


“It is, however, strongly contended that the use of lumi- 
nous dials on watches and clocks is a fad and without eco- 
nomic value. As a fad it may have, of course, certain com- 
mercial advantage in extracting from the buying public more 
money for a watch or clock than that watch or clock is in- 
trinsically worth. It must be said for the American manu- 
facturers that enough of them to represent a large percentage 
of the total production have signified their willingness to stop 
the business entirely provided that all will agree to stop, 
and that the importation of luminous dials and watches can 
be prohibited. The trail of death—and death of the most 
horrible kind—that this industry has made would suggest 
that such importation might well be prohibited at once and 
then a mutual agreement for its abolition be secured in the 
United States. 


“The argument that the only dial painters who have died 
or become affected so far have been those who put the 
brushes in their mouths is answered by the fact that other 
methods have not been in use long enough to enable us 
to say whether or not they will be followed by the same 
results. Certainly the chemists and laboratory assistants in 
this industry who have died from radium poisoning have not 
dipped the brushes in their mouths.” 


or find other means by. 
which the object can be obtained without danger of . 
any kind to the employes of the industry. 





Fewer Jewelry Failures During May 


N the table of commercial failures for May col- 
lected by R. G. Dun & Co., as just published by’ 
Dun’s Review, the statistics given for the jewelry . 

trade are most encouraging as they indicate but 
18 insolvencies among dealers in jewelry and 
clocks last month as compared with 49 in the same 
month in 1928 and 34 in 1927. What is even more 
encouraging is the drop in liabilities in May over 
May of last year, the total of last month being given 
as $198,000 and that of May a year ago, $745,443. 
This is not at all in proportion to the tendency in 
trading lines reported by this authority, which 
though it gives total trading failures last month as 
1266 as against 1407 in May a year ago, gives almost 
the same liabilities for both. , 
While May is not a heavy month for failures in the’ 
jewelry business, this remarkable showing in com- 
parison with the previous two years will give distinct 
encouragement, particularly to manufacturers and 
wholesalers, indicating as it does that our dealers 
have been able to hold their own in business much 
better than for sometime past. It is one of the straws 
showing the way the wind of business is blowing. 

































Department store’s attractive silver window 


HERE seem to be two courses open to the jeweler 

of today. He can either sink gently into oblivion 

or he can rally his forces and adjust himself to keep 
pace with modern merchandising trends. 

No better inspiration for modern merchandising can be 
found than that alert institution, the large department 
store. For there is no gain saying the matter, the depart- 
ment store of today is just about three jumps ahead of 
most other forms of business activity which depend for 
their life on the buying urge of the American public. 

You may not like the methods of some of them. Depart- 
ment store sales promotion runs the gamut from absurd 
theatricality to gorgeous and elaborate expedients which 
would do credit to any organization, commercial or not. 
But whether you approve or not, whether or not such 
methods are appropriate to all businesses, the fact is 
apparent to most of us that on the whole the department 
store begins where other businesses leave off. 

Most merchants agree that the placid days are gone. 
The old standby of the reputable jeweler “reliable mer- 
chandise at a fair rate of profit’? cannot unassisted bring 
success. Competition is too keen. Too many other people 
are also giving reliable merchandise at reasonable profit 
and not only giving it, but calling attention loudly to the 
fact that they are doing so. Life is moving too fast for 
quiet and modest methods to prevail. 


N the other hand, there is a hopeful side to this pic- 
ture that we cannot afford to overlook. Who buys 
more luxuries today than the middle class American? Who 
demands the best of everything, if it isn’t the working 
manor woman? Your skilled tradesman insists on a good 
watch, his wife wants a diamond ring or pin, his daughters 
must have bracelets and beads, and his home must be beau- 
tified by lamps and ornaments certainly in the realm of 
the jeweler’s gift shop. 
All this insistence on the fine things of life gives the 
jeweler his chance. If he has’nt taken it, he has only 
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Lessons to Be Learned from the 
Department Stores 


By A. C. Werner 


himself to blame. Many have taken this opportunity, both 
jewelers and department stores. Some think that only 
jewelers handle high class merchandise, but this impres- 
sion is erroneous. While it is true that the department 
store in many instances handles a large amount of inex- 
pensive jewelry, it is also true that a great deal of high 
priced merchandise passes over its counters. For example, 
a department store in New York the other day sold a ten 
thousand dollar watch. One could scarcely call this un- 
important. And while such sales are by no means every 
day occurrences, they are not isolated. Handsome jewelry 
of the modern variety, fully expensive enough to make an 
enviable balance sheet, is sold in large quantities by de- 
partment stores today and will continue to be sold by 
them as long as they continue to promote sales in the 
active manner they employ now. 

What can the jeweler learn from them? In what way 
do his sales promotion methods differ from theirs? 

In the first place, the general attitude of the jeweler is 
sometimes too conservative. He may underestimate the 
importance of sales promotion activity. If he advertises 
consistently, too often his advertising is apt to be stodgy 
and uninteresting. It lacks imagination. Too often it 
says in effect to the public “I have some watches and 
diamonds and other things here. They are very good 
and priced right. Would you care to buy some?” This 
attitude provides no stimulation to the desire to buy; no 
suggestion as to the real needs to be met by his mer- 
chandise. 


HE whole approach of department store sales promo- 

tion, the intense and concentrated effort to stimulate 
interest, to arouse desire, to put life and color into mer- 
chandising, is what the jeweler needs. Many have it and 
more are acquiring it. Necessity is the mother of inven- 
tion, and the alert jeweler is on his toes every minute to 
utilize all the dramatic possibilities in his wares. A digni- 
fied manner is pleasant and appropriate to the rare and 
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peautiful objects in the jeweler’s store, but even more 
important is it to arouse the desire of the buying public 
for these articles. Fortunately, active and interesting 
gales promotion does not necessarily mean loss of dignity. 

Let us look at the way the advertising and sales promo- 
tion are handled. Most jewelry stores do not run to adver- 
tising managers. How many department stores attempt 
to get along without an advertising manager, without a 
man who knows his business and 
is paid accordingly? Frequently 
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but my experience and observation point to the fact that 
the department store has far surpassed all other fields. 
Every new product, almost every new thought, is: seized 
on by the department store and diverted to its own use. 
Sometimes their very eagerness leads them into strange 
by-paths, but there is always enthusiasm, always life. 
“An interesting phase of the timing of advertising ef- 
fort,” she continued, “is the decision reached by some 
stores not to emphasize the 
Christmas merchandise when the 


the advertising in a jewelry store 
is handled by the merchandise 
man, by one of the managers or 
by an office employee, who may 
possibly know his business, but 
is far more likely not to. The 
idea here is not that every 
jeweler whatever the size of his 


W hat the Jeweler May Learn 


¢sérT\HE general attitude of the jeweler,” says 
this writer, “is sometimes too conservative. 
He may underestimate the importance of sales 
promotion activity. If he advertises consistently, 
too often his advertising is apt to be stodgy and 
uninteresting. It lacks imagination. 
“The whole approach of department store sales 
promotion, the intense and concentrated effort to 
stimulate interest, to arouse desire to put life and 


sales will go forward of their 
own momentum. Why spend 
money getting people into the 
store when they are going to 
come in anyway? Of course it 
is always necessary to advertise 
Christmas goods, but formerly 
large extra sums were spent, 
where now the consensus of 








store, employ an advertising 
manager at once; the point to 
bear in mind is to have what 
advertising you do taken care of by someone who knows 
what it is all about, someone who will know what to pro- 
mote and how to promote it. 

Three well-known figures in the field of department 
store sales promotion were kind enough to contribute some 
of their ideas on the subject. The reporter interviewed 
Mrs. Clara M. Hayden, Promotion Director of the Caven- 
dish group; Miss Mary Donegan of the Lord and Taylor 
Bureau of Fashion and Home Decoration; and Mr. Maurice 
H. Hyde, Advertising Manager of Loeser’s. 

The Cavendish Trading Corporation, of which Mrs. Hay- 
den is promotion director, is a large association of depart- 
ment stores in eight cities of the United States. This 
group includes such nationally known stores as Jordan 
Marsh of Boston and Kaufmann’s of Pittsburgh. Mrs. 
Hayden believes that department store sales promotion has 
reached a high state of development. 


needs.” 


¢¢ CYOME of the large advertising agencies maintain that 
national advertising is foremost in development, 








color into merchandising, is what the jeweler 


opinion seems to be that much 
of this can be saved. By the 
same line of reasoning, some of the summer months are 
so dull that no amount of advertising will stimulate buy- 
ing in certain departments, and many stores, very wisely, 
I believe, recognize this fact and relax their efforts. 

“As to the promotion of jewelry, that which can be worn 
offers an excellent field from the stylist’s viewpoint, and 
silverware and ornaments are important items in our 
home furnishings and decoration departments. Jewelry 
is a profitable department and while it is not one of the 
largest in point of volume, it amply repays well-directed 
promotion efforts. It is seasonal only insofar as all buy- 
ing is seasonal, and while Christmas is, of course, the 
heaviest season, there can be no real let-down in a good 
jewelry department.” 


S would be expected from a store which is a recog- 
nized leader in the field of style, Miss Donegan, of 
Lord & Taylor, called attention to the important part style 
plays in the promotion of their jewelry department. 
(Continued on page 42) 











How a department store featured a special sale of amber jewelry 
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Display Featuring “Diamonds 


Scenes from Amsterdam and Environs Shown in Window 
By C. Sykes 


burgh shopping public in a window display of the 
house of Sam F. Sipe, Wood and Diamond Sts. Show 
windows run along the store room the entire length of 
the Diamond St. side. In these have been placed three 
miniature windmills, each about four feet in height, and 
operated by an electric motor to keep the wheels in motion. 

Miniature men and women, made of wood and rigged up 
in the typical costume of the 
Holland people such as seen by 
tourists in the Isle of Markem, 
are stationed around the wind- 
mills. Jewelry is also displayed 
in a very tasty manner, featur- 
ing articles of timely and popu- 
lar demand. In the front win- 
dow of the house—the corner 
one at Wood and Diamond Sts. 
—a large collection of loose 
diamonds is shown, with the 
name Sipe made of diamonds, 
and various patterns in dia- 
mond design woven around the 
name. 

The whole purpose of the display is to impress upon 
the public the value and popularity of diamonds and 
also to feature Amsterdam, Holland, as one of the world’s 
big diamond buying centers. The crowds which have 
stopped to look at the display is ample evidence that the 
public appreciates a real novelty when it is shown. There 
has been much favorable comment regarding the manner 
in which the exhibit has been planned, which is proving 
good advertising to the Sipe establishment. 


(/ barat shopping interest is being taken by the Pitts- 





Blotters illustrating jewelry are often distributed 


HE house when it moved into the present location 

gave considerable thought and study to window ar- 
rangements.' The displays are changed each week. They 
are made general in character, not losing sight, however, 
of the importance of stressing diamonds, as the establish- 
ment making diamonds a specialty. 

The firm is convinced that window display material 
helps considerably, although all sorts of advertising, the 
firm claims, is important to the 
success of the business. The 
window display material, it has 
been found, invariably attracts 
crowds. Newspaper space is 
used fairly liberally, contracts 
being made yearly for about 
15,000 lines. Advertisements 
are run about three days a 
week in the dailies. But the 
bulk of the advertising is done 
in seasons usually brisk. 

In direct mailing the firm 
uses everything but circular 
letters for the promotion of 
business. Booklets and folders 
are the things most resorted to in stirring up trade. For 
many years the firm also has been giving away matches, 
the packets containing the concern’s advertising. This is 
one of the strongest items used. These are bought by the 
million packs. They are useful reminders to customers 
that everything to be had in jewelry can be found in the 
Sipe store. 

Neat little blotters printed in photographic brown fea- 
turing diamond jewelry are also distributed. 











Scenes from Holland and its diamond cutting center graced the windows of Sam F. Sipe, Pittsburgh, Pa. 
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Smart Paris Jewelry Styles 


Black and W hite Jewelry Holds Place in Season’s Fashions 
—New Diamond Choker and Earring Designs 


Paris, there is always one that is certain of of a number of smaller 
French approval—the combination of black and diamonds, set in tri- 
white. In frocks, furs, sports clothes, jewelry—the vogue angular pieces—but 
of black and white is always a certain one. Just now, at the main interest of 
the beginning of the summer fashion season, black and _ the pendant centers on 


NO matter what fashions or fads rage through ant makes a half-moon 


white has a new importance. The popularity of white the large oblong onyx 
sports clothes, the almost universal 
black-and-white color scheme at eve- 
ning affairs and the reappearance of 
white summer furs have brought out a 
number of new jewel fashions that 
hinge on the black-and-white general 
plan. 








New ring resembling a belt and 
buckle 





and the big diamond placed at the base. 


NEW pair of handsome ear- 
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HERE is a tendency toward more 
generous use of onyx, when it is 
used at all. The newer pieces of jewel- 
ry give as much importance, as far as 
design is concerned, to large spots of 
black as they do to large stones. Thus 
it is frequent to find two or three ex- 
ceptionally large diamonds the only 
stones in a brooch of large proportions 
—the remainder made up entirely of 
onyx, says a writer for the National 
Jewelers Publicity Association. 
On the other hand, several jewelers 
are showing an effort to avoid the com- 
bination of onyx with diamonds in indi- 











rings worn comprises a dozen 
fine diamonds of large size for each 
earring. The stones are hung from the 
earlobes as bunches of grapes, each 
stone set apart from the others by a 
surrounding band of onyx. These are 
worn with a Patou frock which repeats 
the black-and-white scheme in a large 
printed pattern. 

An unusual diamond choker now on 
display in a Rue Royale shop consists 
of eight diamonds, each as large as a 
gooseberry, but cut to lie flat around 
the base of throat, and are joined to- 
gether by links of flat-cut faceted and 


vidual pieces. They consider it more  "haim"™ baguette stones. This is designed to 
chic to wear an all-diamond piece and a little be worn with two diamond bracelets— 
augment it by some added piece of more than one of them all of diamonds, matching 
jewelry that is largely onyx. This, they peer the necklace in design, and the other 


claim, achieves the effect of enhancing 
the size and beauty of the stones in the 


using small spots of onyx. 

















choker con- 
sisting of eight 
diamonds, each as 
large as a gooseberry 












all-diamond piece and 
subordinating the 
onyx to a background 
position. 


. DIAMOND- 

ONYX pend- 
ant is worn in the 
new manner on a 
short platinum chain 
a little more than 
choker length. This 
places the pendant 
high up toward the 
throat and gives the 
same decorative re- 
sult as a brooch. It 
is built around a sin- 
gle large diamond 
that hangs below four 
lozenges of onyx in 
graduated lengths. 
The top of the pend- 


HE smartest new 

ring in Paris 
looks like a belt and 
buckle—except that 
it is made of platinum 
and rubies instead of 
leather and gold. It 
reproduces faithfully 
the belt effect—with 
a narrow platinum 
band that slips 
through a ruby buckle 
just as any ordinary 
belt would do. The 
narrow little band 
that circles the finger 
to make a ring is of 
platinum, of a mesh 
that is woven of the 
finest links known to 
Paris craftsmen. It 
forms a circle that is 
soft and pliable. 











Pair of handsome 
diamond ear- 
rings, the stones 
of which are hung 
from the earlobes 
as bunches of 
grapes 
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How 10 Get More Business 


(Continued from page 39) 


“The great interest in the ensemble,” she said, “has dic- 
tated the approach in the sales promotion activities of our 
jewelry department. Jewelry is such an important acces- 
sory now that it is only good merchandising to emphasize 
its possibilities. Throughout our entire store we pay par- 
ticular attention to harmonizing the entire costume. We 
consider this of paramount importance. 

“While we do not handle diamonds except in the smaller 
stones used in certain designs, our 


There is no particular effort made to utilize the depart- 
ment as a show place, but its very beauty calls attention to 
it immediately upon one’s entrance. 
Elegance, dignity, beauty—all these attributes that are 
a part of Lord & Taylor’s find a subtly powerful expression 
in the jewelry departments. On the fifth floor is a room 
within a room, in which table silver is shown to great ad- 
vantage. Harmonious decorations, lights soft yet bril- 
liant, form a fitting background for 





price range is sufficiently high to pro- Si cies 
duce a satisfactory volume. ye 

“We observe style trends very care- 
fully. For example, about a month 
ago we had a sapphire window, be- 
cause we felt that sapphires were go- 
ing to be important. The popularity 
of blue pointed to an increasing inter- 
est in this stone. Although we do not 
handle genuine sapphires to any ex- 
tent, we decided that our better imita- 
tions, such as the Ceylon sapphire, 
would be suitable to feature. The 
window was a success, although com- 
paratively few windows throughout 
the year are devoted to jewelry alone. 
In accordance with our general plan, 
jewelry is featured chiefly as a part 
of the ensemble, and most of the jewel- 
ry in our window displays is shown 
in conjunction with the appropriate 
costumes.” 


VIDENTLY the jewelry is consid- 
ered an interesting department at 
Lord & Taylor’s and worthy of special 
notice, because it is placed in a promi- 
nent location. The counters are the 
first things the buyer sees on entering 








some beautiful pieces. 

About half the stock is of sterling, 
the rest of plate. The window shown 
here illustrates a special pattern of 
sterling. There is a decided modern- 
istic influence felt in this department, 
although most of the sterling is of 
a more conservative type. 


HE advertising manager of Loe- 

ser’s in Brooklyn, Maurice H. 
Hyde, contributed some interesting 
information on the workings of the 
sales promotion department of a large 
department store. Here we have a 
different type of store from the one 
just discussed. A family store, huge 
and far-reaching in its service de- 
partments, a vital part of the life and 
history of the city, Loeser’s is one of 
the best known stores in its field. Mr. 
Hyde’s remarks give an illuminating 
picture of the wide-awake attitude of 
a conservative and dignified institu- 
tion. 

“Sales promotion has so many sides 
that the promotion manager’s field 
covers a great many operations not 
strictly advertising. Advertising he 





the store. Several types of jewelry RP must guide, but he must also super- 
are shown on the different counters Noten Gann ? vise the window and interior display 





departments and everything connected 





and show cases and all are arranged 
with that superb taste that marks 
every detail of the interior of this 
store. 

Along one side of the wall are rows of fine clocks and 
watches, and at right angles to it on the other wall are sev- 
eral cases of handsome handbags and other accessories. 
The wall displays of these accessories are colorfully ac- 
centuated by backgrounds of gorgeous feather and chiffon 
fans. In front of these counters and near the Fifth Ave- 
nue door are the semi-precious and antique jewelry de- 
partments; on the other side of the door are the less ex- 
pensive items. 

Miss Donegan mentioned the interest in their antique 
jewelry department. This department proved to be most 
attractive. An obliging and interested saleswoman told 
the reporter the history of some of the pieces. Most of 
them are genuine antiques, a few are reproductions. A 
large number are French and English importations. 
Prices run to about a thousand dollars, and sales are con- 
sistently good. During the interview a customer from 
Washington was observed to buy a lovely aquamarine 
pendant of strikingly simple design. The price was $550. 





Attractive folder cover by a jeweler 


with service, because service depart- 
ments have for their purpose the 
building and maintaining of good-will and are not in them- 
selves required to show a profit. The advertising manager 
in his turn has to direct all the advertising—newspaper, 
magazine, direct mail and every other medium that keeps 
the store before the public. Under the advertising man- 
ager we have the copy writers and artists. Our store, for 
example, employs seven copy writers and four staff artists 
as well as using considerable outside art work. 

“We consider the art work of great importance, and 
have made a special effort in the last year to develop a dis- 
tinctive style. No matter how good the copy and how 
outstanding the values, the effectiveness of the ad will be 
much diminished by poor art work. 

“We have two jewelry departments, one the cheaper 
jewelry and the other the diamonds and other expensive 
items. I have often been surprised at the amount of busi- 
ness our good jewelry department does. But I think the 
success is very largely due to the confidence the customers 
have in us, after the fifty-eight years the store has been 
(Continued on page 45) 
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How 170 Get More Business 


(Continued from page 42) 


going. We try to keep in close touch with style elements, 
and have had several ‘firsts’ on such items as copies of 
Chanel and Lelong importations. In March of this year 
we made a definite attempt to emphasize the style impor- 
tance of our department.” 

Mr. Hyde was asked his views on the proper size for an 
advertising appropriation for the year. 


66 HE very large and well-known stores can get along 

on a smaller percentage than the stores in our class, 
which is about twenty million yearly. Of course, there are 
only a few stores of this character in the country, and 
their methods are hardly applicable. In general, the 
smaller the volume, the larger in proportion must be the 
yearly appropriation. I would estimate that two to four 
per cent, including direct mail, newspaper advertising, in- 
stitutional features and everything, would be safe limits. 
Any direct mail promotion is considered a success if the 
cost of the mailing does not exceed ten per cent of the vol- 
ume sold as a result. 

“Ideas for advertising come from everywhere,” he con- 
tinued. “While services of one sort or another undoubt- 
edly have their places, we prefer to rely on them mainly 
for information and checking and to depend on our own 
imaginations for inspiration. Originality in advertising 
is what we strive for particularly.” 

The highly organized mechanism of the department 
store sales promotion department would be a revelation to 
the average jeweler. And I don’t mean only to the small 
store owner. As a matter of fact, there are probably not 
more than fifty or seventy-five jewelers in the United 
States, of any size, that utilize for their own advantage all 
their promotion resources, in the manner common to seven 
out of ten department stores. 

Consider for one moment the department store’s untir- 
ing effort to get people into the store. We will begin by 
admitting that it would be of doubtful advantage for a 
jeweler to get everybody in the store that might help a 
department store. For instance, certain department store 
exhibits or features might draw a class of people who 


would be of no value to a jewelry store at all, but who 
might add very acceptably to volume in certain inexpensive 
parts of the store’s stock. But now that we have admitted 
that we don’t want everybody to come into the store, we 
will have to concede that it would be immensely desirable 
to accustom a certain and rather large group to coming 
into the store frequently. 

They come in first to see something interesting on ex- 
hibit, for instance a rare set of jade, Gorham’s “Skylines 
of New York” first modernistic silver design, a string of 
pink pearls—anything of great value, historical interest 
or beauty. We get them into the store to see these things 
by advertising them. If the store becomes a place to them 
to go merely to see interesting things, if they merely grow 
to feel at home there, the first step is accomplished. They 
see things that stimulate desire; at special buying seasons, 
Christmas for instance, they inevitably think of your 
store; they go in for one gift, they think of others. If 
they become familiar with the stock and realize the vari- 
ous possibilities there, an increase of volume is bound to 
result. 


ROM the department store and its practises much 

can be learned by the jeweler who is willing to look 
facts in the face without prejudice. What some of them 
do may not suit our needs at all. The way that some 
stores do their advertising may not appeal to us as suited 
to our needs; but we can profit and profit immensely by 
the judicious adaptation of their interesting and effective 
ways of going after business, if we keep our eyes open. 
Don’t be content to sit back and let the sweep of modern 
sales promotion activities go past us and leave us in the 
rut. There is plenty of business there for all who will go 
after it in the right way. 

Make a real, determined study of up-to-date merchandis- 
ing. Note effective newspaper ads. Get some expert ad- 
vice on your direct mail. Put some thought on the “get- 
ting them into the store” problem. Then after they are 
in the store, see that everything is so attractive and inter- 
esting that they will want to come back. 

(Continued on page 107) 
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"ADV ERIIZING 
An Eight-Page Advertising Section 


By Robert F. Nattan 


OOPERATIVE advertising which 
has been emphasized for so many 
years in these columns has been adopted 


most advantageously by the Jewelers’ 
Guild of Omaha, Neb. Omaha jewelers 
not only do excellent cooperative adver- 





tising but keep continually emphasizing 
the advantage of buying good jewelry. 
Selling events are made 
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throughout the year. Referring to some 
recent advertising, the following letter 
from R. C. Leydecker, promotion man- 


ager of the Guild, will be interesting: 
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- ores of the Jewelers’ Guild cel 
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Front cover page of ie pr cog sec- 
tion used by the Guild 


“We ran the inclosed full page adver- 
tisement to feature ‘Spring Sterling 
Showing.’ We also used an eight page 
tabloid section on Sunday, May 19, for 

















Silver ...the Kind We Can 


Confidently Offer You 


So many tastes in silver! Some for 
utmost simplicity, others for gorgeous 
design, and many for an artful blend- 
ing of the two... either in sterling or 
tine plated ware. 


All this we have cqrefully. consid- 
ered in selecting silver for you. The 
result is a rich variety of fine ware in 
which we are confident you can choose 
exactly the gift you have in mine’. 


PRICED $1.50 TO $1,000. 


GEIGER ¢ AMENT 


-IGER & AME 
wzapinc QUALITY sEweLERs 

















Silver featured by Geiger & Ament from 
$1.50 to $1,000 
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the three events noted on the cover page, 
namely, ‘Spring Silver Showing,’ 
‘Brides’ and Graduate’s Jewelry Ex- 
hibit’ and ‘Good Jewelry Week.’ We 
wish to call your particular attention to 
the text matter used by the Guild on 
both the front and back cover of this 
section. 

“The retail division of the Jewelers’ 
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many activities of the Jewelers’ Guild. 
In fact they have increased so much 
during the past three months we have 
found it necessary to open an office to 
handle the various enterprises. At this 
time we are consummating plans for the 
giving of an etched bronze tablet to the 
State of Nebraska on the occasion of its 
diamond jubilee, or 75th anniversary as 
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Demand Sterling . . 


In @ certain sense one never buys sterling silver; one 
invests in its lasting charm and livability for one’s home. 
Produced by the Sterling Silversmith’s Guild of Amer- 
ica; the inspired work of great craftsmen, the Guild is 
the guardian of this genius. Such silver can no more 
be outmoded or outlived than can a painting from the 
brush of Rembrandt. Whether you own a single piece 
or an entire service, the mark of “Sterling” remains 
your assurance of enduring worth. 


Pulte List of Table Service: 
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How Little Sterling Costs—and How Useful It Is 


Sealing (Salsd) Sven 
Te 925-1000 fine 


BRODEGAARD BROS. CO. 
ALBERT EDHOLM 


THE C. B. BROWN CO. 
JOS. P. FRENZER 





Spring Silver Showing 


of Sterlin$§g (Sol#dl) Silver 
of the newest and most popula patiertys 


The Thrill of Possessing Sterling (Solid) Can Be Yours. 
An Investment in Charm and Livability 





We are just as happy to counsel with you about your sterling whether you wish to begin with a 
single aces a small set, or whether you are selecting a complete set for needs that are many 


For pe $45 you can begin with sterling enough (16 to 20 pieces) for you two and the other 
couple you will have for supper and bridge. A set for about $100 includes enough pieces to serve 
six persons completely. 


On Display Exclusively by the Following Members of the Jewelers Guild: ar id 


Buy Silver at These Silver Stores from Professional Jewelers, Authorized Agents, 








Shown Exclusively at the 
Following Jewelry Stores 


ALBERT EDHOLM 
BRODEGAARD BROS. CO. 
THE C. B. BROWN CO. 
T. L. COMBS & CO. 
JOS. P. FRENZER 
E. O. FUREN CO. 
JOHN HENRICKSON 
FRANK E. OVERHOLT 
Spring Silver Showing 
Sterling (Solid) Silver 
May 3d to Ith 

































T. L. COMBS & CO. 
E. O. FUREN CO. 


Who KNOW Silver and its Uses 


JOHN HENRICKSON 
FRANK E. OVERHOLT, 





Full page announcement by Omaha Jewelers’ Guild advertising a “Spring Silver 
Showing” 


Guild plans to run during July and 
August a regular annual jewelry dis- 
count sale. Members of the Guild ad- 
here strictly to the rules laid down by 
the retail division to have discount sales 
only twice each year, during January 
and July. The merchandise which will 
be featured will be the items on which 
the largest discounts will be given. We 
shall make this event very sensational 
in character and treatment. Other than 
these discount sales there will be no 
special event during July and August. 
“You are undoubtedly aware of the 


a State. The tablet will contain 75 
matched diamonds and will be paid for 
by public spirited citizens of Nebraska.” 


HE gift had genuine news value, of 

course, and received considerable pub- 
licity in the newspapers. The methods 
of the Guild might profitably be followed 
by others throughout the country, evine- 
ing as they do unusual enterprise and 
progressiveness. Two pages from the 
section referred to are illustrated on 
page 47. The cover page of the section 
entitled “Spring Silver Showing—Good 



















































EASILY THE MOST POPULAR STONE 
IN THE MARKET TODAY 


he FIOPE 
EMERADA 


(Synthetic Spinel) 











Set in Jewelry marked with the 
HOPE STONE TAG 


The living color of a Spring lawn. . . fresh green 
with a subtle hint of yellow . . . harmonizes with 
the smartest shades in fabrics for Summer and 
Fall wear . . . beautiful to look at... and en- 
during in its beauty because it is Hope Quality 
. . . the unequalled standard in the synthetic 


field. 


The HOPE EMERADA set in jewelry 
marked with the HOPE STONE TAG 


L. Heller and Son, tn. 


15 West 47th Street New York, N. Y. 
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OF ALL the ornaments that women wear, none to harmonize with gown, and eyes, and hair. 
is more effective than the choker necklace. In this, as in every other thing about her 


white column. There is a richness in it, and a dividuality and distinction, a certain daring 
tranquil charm. It adapts itself to every per- tempered with restraint... . And these are 
sonality, It subtly influences line and form. qualities so elosely identified with the name | 
There is such variety in the choker neck- of Mareus & Company that many of the | 
lace that it may be worn with any modern smartest wardrobes in America are constantly 
costume, It is a plain gold circlet on the golf augmented by this house. 
links... a linked or beaded ornament for Choker necklaces in exclusive designs, | 


jeweled crescents of exquisite workmanship, stones, from $25,000 to $25. 


Fifth Aveowe ot Porty-Cifth Street, New York; Londen; Paris; Palm Beach | 





Jewelry Week is shown on page 49. 
Note the confidence-inspiring ccpy: 

“Qne year ago this week the stores 
of the Jewelers’ Guild celebrated the 
first Good Jewelry Week. Since then it 
has become a national yearly event and 













DELECTABLE CRESCENT 





Like a young moon it clasps the throat’s person, the well-dressed woman requires in- 


And for evening there are beautiful ornamented with precious or semi-precious 


MARCUS & COMPANY 
JEWELERS 


WM ELDER MARCUS, Je. CHAPIN MARCUS 








This ad won the Harvard advertising 


award 


this year thousands of guilds and asso- 
ciations of professional jewelers all over 
the United States will celebrate this 
event. 

“The public has responded to the ef- 
forts of the legitimate professional 
jeweler. They have come to realize that 
he alone has the knowledge that deserves 
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If friend husband 
looks downcast 


—cheer him up. . . . Lohengrin’s wedding march 
needn't sound like a dirge after all. . . he doesn't 
have to marry either of them . . . or support both 
m * 


And as to the most suitable wedding gift . . . 
that's easy. Silverware . . . nothing can 
equal it as a wedding gift—and we you'll 
find exactly the right one in such an elabora' 
assortment of fine silverware as ours. 





(The Illustration at Left 
“FRANCIS I” 


A Pattern in Sterling 

by Reed & Barton 
The finest pattern by a century-old house of 
silversmiths . . . as fine as is produced. 

We have others of course . . . in pat- 
terns of primitive plainness—to the richness 
of the Renaissance . . . all in complete serv- 
ice of flatware and hollow ware. 

Your inspection is cordially invited. 
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Optical Service, Too 











Silver advertised here for friend husband 
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the complete confidence of the purchaser. 
It is an event planned and supported by 
professional jewelers solely for the bene- 
fit of the public. Exhibits of fine dia- 
monds, jewelry, watches, clocks and 
showing of silverware especially timely 
for purchasing as gifts for the bride 
and graduate will be held during the en- 
tire week at the stores that are members 
of the Jewelers’ Guild.” 

This is strictly in line with sugges- 
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New Hair Ornament,” “Less Clothing, 
More Jewelry To Be Fashion,” “Tur- 
quoise Now in Vogue for Buckles,” 
“Constant Use Best Method of Caring 
for Silver,” “Personality Revealed by 
Toilet Table,” “The White House Sup- 
ply of Silver.” 

The full page announcement featuring 
“Spring Silver” shows a dining table 
correctly arranged. Several different 
patterns are illustrated. 
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A group of timely announcements by Reid & Todd, Bridgeport, Conn. 


tions that have been submitted by THE 
JEWELERS’ CIRCULAR from time to time. 
The retail jeweler has a real opportunity 
over many other retailers selling jewel- 
ry. He is a specialist in his line and 
should do everything in his power to con- 
vince the public that he has made jewel- 
ry, watches and kindred lines his life 
work and his life study. 

All the pages of the eight-page sec- 
tion contain impressive jewelry adver- 
tisements and a large fund of informa- 
tion on style, ete. 


UTSTANDING aarticles and captions 
are: “Opal Now Regarded as Smart 
Jewel,” “Diamonds Cut in Rectangle,” 
illustration showing how a large brooch 
set with diamonds and onyx may smart- 
ly be worn on a black hat, “Gem-Studded 


R EID & TODD, Bridgeport, Conn., 
run advertisements of about five or 
six inches, double column. “We have 
built up the slogan,” said Frederick 
Reid, advertising manager, “‘The Store 
in the Heart,’ as we are the most cen- 
trally located jewelry store in the heart 
of the shopping district. We cut down 
our advertising somewhat in July and 
August. The little we do is devoted to 
vacation needs and to watch repairing. 
We tell vacationists, for example, to 
leave their good watch to be repaired 
before going away and to take along a 
cheap one. I find your retail advertis- 
ing section of THE JEWELERS’ CIRCULAR 
very helpful in getting ideas for copy 
and layouts.” 


(Continued on page 107) 
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Louis XVI clock and 
candelabra from a col- 
lection of objects of art 
formed by Her High- 
ness Princess Paley, 
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widow of the Grand 

Duke Paul of Russia, 

and offered for sale at 
auction in London 





~ The News from England 


“Southern Cross” Pearl May Be Purchased as a Gift to the Pope—Scotland Yard May Adopt 
New Method of Combating Bandits—Review of Conditions in British Empire 
Precious Stones Mining Industry 


LONDON, June 3.—The proposal to 
raise a fund in order to purchase the 
“Southern Cross” pearl as a gift from 
English Roman Catholics to the Pope is 
likely to meet with considerable support 
this side. A tribute such as this would be 
considered a fitting gesture to mark the 
centenary of Catholic emancipation. The 
pearl is at present on view at the North- 
East Coast Exhibition at Newcastle. It 
is valued at $50,000 and, as previously 
described in THE JEWELERS’ CIRCULAR, 
is in the shape of a cross, the seven ver- 
tical and two horizontal pearls growing 
naturally in that formation. In this 
respect the pearl is, of course, unique. 
It was found more than 50 years ago by 
an Australian pearl fisher who buried 
it under the influence of superstitious 
fears. An explorer unearthed it a few 
years later and it came to England. It 
was first viewed publicly at the recent 
British Industries Fair when the Na- 
tional Jewelers’ Association provided a 
display collection in the jewelry section. 

* x * 


It is reported that Scotland Yard is 
considering the adoption of a new device 
for counteracting the increasing menace 
from smash and grab automobile ban- 
dits who concentrate mostly on high 
class jewelry stores. A west London con- 
cern has patented an “explosive” color 
bomb which has been demonstrated to 
the Yard. A light metal or compressed 
paper ball it contains a “viscous, quick- 
drying, luminous and stinking” liquid. 
The idea is that the police should be 
equipped with these balls which are 
thrown at the bandit’s car as it attempts 
to dash off, and that jewelers themselves 
Should keep a supply handy. The prob- 


lem of the smash and grab jewelry thief 
has long been a tough one for the Yard. 
Invariably the bandits reach one of their 
own specially maintained garages where 
the appearance of the wanted car is rap- 
idly changed. The color bombs, it is 
claimed, would make the thief’s car so 
conspicuous that its tracking down 
would be greatly simplified. 


* * * 


The first important consignment of 
silverware from Sheffield abroad by air 
was made this week when an airplane 
carried a large quantity of high-grade 
hotel table ware to Amsterdam. The 
goods were delivered in this way the 
day following receipt of order by cable. 


* * * 


Charles Mathews had an interesting 
review of conditions in the British Em- 
pire precious stones mining industry in 
the Special Empire Times trade supple- 
ment last week. He says that while the 
diamond is undoubtedly the most popu- 
lar stone of modern times it is by no 
means necessarily the most valuable. It 
is the hardest of all gem-stones, and the 
crystals of low grade—harder by reason 
of their malformation, than stones of 
better quality—are used for cutting and 
shaping all other precious and semi- 
precious stones. In recent years the in- 
dustrial diamonds have been adapted to 
many new uses, such as drilling, sawing, 
wire drawing, etching and engraving. 
Jade, says Mr. Mathews, is exported 
from Burma to China where it is carved 
and becomes known as Chinese Jade. 
Burma also produces sapphires but is 
more noted for her rubies of fine quality. 
India and Ceylon produce sapphires and 


rubies, but India’s production of dia- 
monds is comparatively negligible. The 
average annual export of rubies and 
sapphires from Burma and India for the 
10 years from 1919 to 1926 was 178,566 
carats. Emeralds, says Mr. Mathews, 
have lately been discovered in South 
Africa and there are prospects of get- 
ting some really good stones. 
* * * 


The Queen Charlotte silver exhibition 
has had the effect of reviving the de- 
mand for silverware for the table. The 
wonderful silver show at Seaford House 
has been visited by thousands of the 
wealthiest people of this country and 
continental Europe, its success being 
such that it is being continued for an- 
other two weeks. The stimulating effect 
on good silverware that this exhibition is 
having is very pleasing to the retail 
jewelers. 

* * * 

Among the articles to be offered at 
auction by Christie, Manson & Woods at 
their salesrooms, 8 King St., on June 6 
and the following day is a Louis XVI 
clock by Le Paute, @ Paris. The move- 


ment is contained in an or-molu vase- 


shaped case with horizontal revolving 
dials, supported by a group of the Three 
Graces, after Falconet and surmounted 
by a figure of Cupid, on or-molu pedestal 
chased with rosettes and laurel foliage, 
and with scroll corners. A pair of Louis 
XVI or-molu candelabra, designed as fig- 
ures of children holding flower-pots, 
with lily branches for two lights each, 
on square pedestals and chased with 
foliage and fluting are also included in 
the art objects to be offered. The clock 
and candelabra are illustrated herewith. 
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CUTTER of DIAMONDS 











Section of the polishing department 


A lifetime experience in diamond cutting 


SOL VAN WEZEL 


Offices and Factory 
74 West 46th Street, New York 


BEST VALUES 


consistent with 


HIGH GRADE WORKMANSHIP 


i ace _ SOL ROSEMAN 
epresentatives: | v7. SAM NEWMAN 
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Summer Frolic of Maiden Lane Outing Club 


Rainy Weather Fails to Mar Annual Affair Held Last Saturday at Oakwood Heights, 


An almost constant rainfall last Sat- 
urday failed to have much effect on the 
arrangements so carefully planned for 
the annual summer frolic of the Maiden 
Lane Outing Club, which was held at the 
clubhouse of the Staten Island Elks on 
Oakwood Heights. Even in the face of 
the inclement weather the attendance at 
this affair was only slightly less than 





Staten Island 


Booth, announced that the remainder of 
the games would be staged on the picnic 
grounds. The quoits contest attracted a 
large entry, with the golf game, a new 
feature this year, a close second. A 
course was built around a circle marked 
off with numbers from one to 12. In 
the center was a cup mounted with a 
tiny red flag. A few of the mighty 
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SOME OF THOSE WHO SERVED ON THE OUTING COMMITTEE 


Left to Right—Louis Nussbaum, Harry Booth 


the one held last year, there being pres- 
ent last Saturday 132 members and 
guests, most of whom participated in 
many of the games staged in the club- 
house and on the picnic grounds. 

The first contingent left the “Lane” 
shortly after 9 o’clock, arriving at the 
picnic grounds about an hour later. 
Many others delayed starting until the 
rainfall stopped and as a result were 
somewhat late in arriving. 

The baseball game, always the big fea- 
ture of these outings, was necessarily 
postponed and probably will not be 
played off until 1930. In the meantime 
“Betz’s Busy Bees” still retain the silver 
cup which is fought for yearly. 

The jewelers and their friends en- 
joyed the freedom of the clubhouse, with 
the result that various groups held forth 
in many parts of the building. The card 
players were scattered all over the place 
but the faithful followers of the ancient 
game of “African Golf” were herded in 
a room at the back of the building. 
Those entered in the bowling contest 
were naturally on the alleys in the base- 
ment but in spite of these scattered in- 
terests, the “boys” came together fre- 
quently at the refreshment table where 
an abundance of food was spread out for 
the hungry ones. 

Late in the afternoon the rain ceased 
and the committee, headed by R. H. 


“Tony” Peters, E. G. Flint and H. Green 
golfers, who until Saturday held aspira- 
tions of challenging Walter Hagen for 
his golfing crown, fell down badly. The 
game was won by “Bud” Stein, who did 
the “course” in 23. “Jimmy” Nutt was 
a close second with 24 strokes, followed 
by A. Knapp with 25. Four players 
were tied for fourth place, they being as 
follows: John Wirth, J. Oransky, Louis 
Nussbaum and C. Peters. 

In the quoits contest the team com- 
posed of “Al” Betz and J. Martin fin- 
ished first. The bowling tournament 
ended with E. B. Prouse of Winnipeg, 
Can., and Garner Sly of Detroit the win- 
ners. 

The box sorting contest brought out 
many contestants who had considerable 
difficulty in taking boxes apart and then 
putting them together again. First prize 
in this scramble went to H. Golowen, 
who accomplished the feat in 40 seconds. 
For a few moments the sun peeped out 
from behind the clouds and the photog- 
rapher, taking advantage of this oppor- 
tunity, took a group picture of the 
picnickers. 

The annual dinner and entertainment 
were the concluding features of the day. 
The dinner was served in the huge meet- 
ing room of the Elks’ club, where the 
prizes were distributed to the winners 
of the various contests. In another con- 
test held in the dining room, “Nat” New- 


man was awarded a beautiful watch; 
“Tom” Sayre, a traveling clock; “Jerry” 
Grant, a mesh bag; “Gus” Hauser, a 
necklace; “Bob” Quayle, a bracelet, and 
Martin Wittenstein and Charles H. Gil- 
bert were also handed useful prizes. 
Each one present was also given a tie 
holder with the compliments of the Baer 
& Wilde Co. 

The usual custom of reading the 
names of the departed members, while 
all stood with heads bowed, was followed 
at this affair. After this Thornton 
Webster, assisted by “Billy” Cusack at 
the piano, led in group singing. Before 
the entertainment features of the eve- 
ning were introduced, Chairman Booth 
appointed the following to serve on the 
committee for the 1930 outing: “Bill” 
Peck, chairman; “Ted” Coords, Arthur 
Cooperman, Norman Ulrich, “Jimmy” 
Theise and Louis Frank. 

For more than an hour the jewelers 
and their guests were entertained by a 
versatile troupe of performers. 

Despite the handicap under which this 
year’s committee labored, the affair was 
a marked success. The committee con- 
sisted of R. H. Booth, chairman; E. G. 
Flint, H. Green, Louis Nussbaum, 
“Tony” Peters and “Bill” Richards. 

The following is a list of donors for 
the 1929 outing: THE JEWELERS’ CIRCU- 
LAR, Keystone Publishing Co., Keystone 
Watch Case Co., A. A. Green & Co., A. 
L. Brown, Lassner & Bamberger, Wight- 
man & Hough, Swift & Fisher, Sam 
Strauss, Plainville Stock Co., A. L. Lin- 
droth & Co., Morton Mfg. Co., H. Led- 
erer & Bro., Wadsworth Watch Case Co., 
General Chain Co., H. F. Barrows & Co., 
W. J. Ward Co., Acme Ring Co., L. 
Bendheim, Automatch Corp., Ostby & 
Barton, Bates & Bacon, D. F. Briggs 
Co., W. E. Hayward Co., Clark Lighter 
Co.. Morse Andrews Co., Harvey Clap 
& Co., Waite Thresher & Co., Baer & 
Wilde Co., Bugbee & Niles, J. F. Sturdy 
Sons Co., Harry Rosenthal, and A. J. 
Perini. 








Oldest Wholesale Jewelry House in 
Elmira, N. Y.. Discontinues 
Business 


ELMIRA, N. Y., June 7.—Sammett & 
Lande, Inc., successors to Freudenheim, 
Levy & Lande, the first wholesale jewel- 
ry house organized in this city, and per- 
haps the first in the southern tier of 
counties, discontinued business this 
week. J. Barney Sammett, president of 
the company, made the announcement. 

A. Winklestein, of 553 Maple Ave., 
will conduct a similar business from the 
same location, 118 Lake St. He will 
move his interests from 140 E. Water 
St. He has been a wholesale jeweler 
at the former location for 27 years. 
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MAYERS, OSTERWALD & MUHLFELD, INc. 
Importers of Pearls 
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an 
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Precious Stones 
S27 Fifth Avenue 


New York 
SYLVESTER MAYERS, PRESIDENT Telephone Vanderbilt One Hundred 
ROLLAND G. MONROE, vickE-PRESIDENT Cable Address—Necklace New York 
ALBERT O. OSTERWALD, TREASURER Chicago OSice 


EDWARD H. MUHLFELD, secretary 31 North State Street 
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Cup and_ trophy 
emblematic of the 
championship of the 
I.C. A.A. A.A. that 
was won for the 
third successive time 
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International News Reel Photo 


Mississippi Retailers Convene 





State Jewelers Hold One Day Session at Jackson—New State Law 
Demanding Registration of Gems Condemned 


—Officers Elected 


JACKSON, MICcH., June 11—Florian H. 
Yost of Vicksburg was elected president 
of the Mississippi Retail Jewelers As- 
sociation at the annual convention held 
here yesterday. Other officers chosen 
include: Vice-president, L. E. Smith, 
Brookhaven, and_ secretary-treasurer, 
Anderson H. Baker of Laurel. Mr. Yost, 
the newly elected president, served as 
secretary during the past year, while 
Mr. Baker, his successor, occupied the 
office of president since the last meeting. 
Vicksburg was chosen as the 1930 con- 
vention city. 

Because of conflicting attractions in 
the State, the attendance at the one- 
day convention was small. As a conse- 
quence the program was brief. Reports 
from committees and officers were heard, 
but little new business was taken up for 
consideration. 

A State law passed by the recent Leg- 
islature, demanding that all owners of 
diamonds register the gems with the 
sheriffs of the respective counties, and 
making the jewels liable to a special 
privilege tax, was condemned in general 
discussions at the meeting. During the 
recent special session of the Legislature 
efforts were made to repeal the law, with 
no success. It was indicated that some 
unified action toward its repeal will be 
taken at the proposed special session ex- 
pected this summer. 

A demonstration of diamond setting 
by John Carter, Jr., of Jackson, assisted 
by W. H. Hesseick of the Carter store, 


was the only demonstration feature at 
the convention. 








Five Detroit Jewelry Concerns 
Organize to Do Combined Buying 


DETROIT, MicH., June 10.—Five local 
jewelry firms have formed an associa- 
tion known as the Detroit Associated 
Jewelers, the aim of which is to combine 
their buying power and thereby effect 
substantial savings through large volume 
purchases. Members of this association 
are J. H. Garlick, 1430 Griswold St., 
established in 1884; Habel’s Jewelry 
Shoppe, in the General Motors building, 
established in 1919; Alva Hunn, 4614 
Grand River Ave., established in 1907; 
H. W. McCullough Co., 3329 Gratiot 
Ave., established in 1920; Harry Syd- 
nam, 3408 Michigan Ave., established in 
1880. 

This membership gives the association 
representation in every section of De- 
troit. Stores of the organization are not 
to be regarded as chain stores in any 
sense of the word, according to leaders 
in the organization. Instead each store 
is operated, not by a manager, but by 
the owner himself. The purpose of the 
organization, it is pointed out, is to take 
advantage of the economies to be had 
through group buying and to work for 
the betterment of trade ethics in the 
jewelry business as a whole. 

With the latter purpose particularly 
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by the University of 
Stanford. Coast 
stars made a won- 
derful showing at 
the Franklin Field 
meet at Philadelphia 


in mind, each member is pledged to up- 
hold the code of business ethics the or- 
ganization has adopted. This includes 
definite policies as regards maintaining 
a higher quality of merchandise, service, 
responsibility and truthful advertising. 








Program Arranged for Tournament 
of the New England Jewelers’ 
Golf Association, June 30 
and July 1 


The program for the annual meeting 
and tournament of the New England 
Jewelers’ Golf Association, to be held at 
the Shenecossett Golf Club, New Lon- 
don, Conn., on June 30 and July 1, was 
announced this week by Secretary Treas- 
urer Albert M. Kohn. Most of the two 
days will be devoted to playing golf, 
Sunday night, June 30, being set aside 
for the business meeting, followed on 
Monday night with a banquet. 

On Sunday morning the qualifying 
round will be played. The best eight 
gross scores will qualify for the first, 
division, the next eight for the second 
division, and so on. 

The first round of the match play will 
be started in the afternoon. In the eve- 
ning the annual meeting will be held at . 
which a number of important subjects 
will be discussed. 

On Monday morning semi-finals will 
be started, followed in the afternoon by 
the finals. The affair will come to a close . 
in the evening with a banquet, at which 
time the winners will be announced and 
the prizes distributed. 








Commencing Monday, June 3, all 
Spokane, Wash., jewelers joined with 
other merchants in early closing. The 
revised Daylight Saving plan will be 
effective until Sept. 1. A vote of the 
Spokane Jewelers’ Association, compris- 
ing about 25 retailers, provided for the 
adoption of the plan. 
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N 1874 the house of 
S. L. Van Wezel was founded. 
From its inception over a 
half century ago—to the 
present day—this house has 
never deviated from its 
policy of cutting diamonds for 


the WWHOLESALE trade ONLY. 


We have no traveling 
representatives. 





We are not affiliated (directly or 
indirectly) with any other 
firm or individual. 








VAN WEZEL 


LOND CUTTERS \@ 
OLESALE Trade Only \% 
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(Goods That Prove to 


Have Been Stolen* 


By ELTON J. BUCKLEY 


DIDN’T think there was a legal sub- 
ject touching business in any of its 
aspects which I hadn’t touched on in 
writing these articles, but here is one 
ay: 
bie Irvington, N. J. 

Since I am a constant reader of your 
paper and a merchant in that line, I 
cannot help but add a word of praise of 
your column “Pointers on Business 
Law.” Now I will take the liberty of 
asking you for information along this 
line myself. 

What is the status of a dealer who is 
confronted by a stranger offering him 
standard, well-identified merchandise at 
a price which it is self-evident is far be- 
low the known wholesale price and the 
dealer purchases some of this offering, 
as naturally is the human reaction? 

The example I offer above is one that 
actually happened to me. The sales ar- 
gument presented was that this is bank- 
rupt stock and therefore priced very low 
in proportion to its regular price. 

Long after the transaction had been 
made it occurred to me, suppose this 
were stolen goods, will I have laid my- 
self open to prosecution or be a law- 
breaker? Suppose it really is bankrupt 
stock and therefore sold at a sacrifice. 
How can a merchant fortify himself so 
as to be surely within the law in making 
a purchase of this kind from anyone 
who is not a regular wholesaler or his 
representative? In this case the seller 
gave me a personal bill in his own name 
without any address. 

I believe a discussion of this kind in 
your column, especially at this time of 
tight money and competition, will be 
welcomed by all dealers and a great help 
to your constant reader, the under- 
signed, Cus. J. VOLLMER. 


The subject of a merchant’s liability 
for receiving goods which subsequently 
turn out to be stolen, is worth discuss- 
ing. The thing seems to be becoming 
more common—lI have heard of other 
cases recently. 

Receiving stolen goods is a well-de- 
fined crime under the law of all the 
States, and there have been cases where, 
I am convinced, perfectly innocent per- 
sons have been convicted of it. 

The gist of the offense is in knowing 
the goods were stolen, or in being in pos- 
session of facts and circumstances which 
would make an ordinary intelligent per- 
son suspicious, in which case the goods 
ought to be let alone, of course. 

Now, in this correspondent’s case it 
might well be that these goods were the 
product of a bankruptcy. Very little 
money is got for even well-known goods 
in a bankruptcy sale, although where 
they are standard brands, readily sal- 
able, there isn’t the same reason to sac- 
rifice them as in the case of other goods, 
and usually they aren’t sacrificed so 
much. 


Nevertheless, my judgment is that if 
anything happened in the case cited, 
this correspondent would have a good 
defense. “I knew the goods and knew 
the regular wholesale price. The price 
this man put on them was much below 
that and I asked him how that was. He 
said they had come from a bankrupt 
sale, and I then bought them. I did not 
know they were stolen and had no sus- 
picion of it.” If believed by the jury— 
and it probably would be—it would be a 
sufficient defense and acquittal would 
follow. 

In these cases the court always probes 
deeply in order to learn whether the 
buyer of the goods knew or had reason 
to know they were stolen. Often this is 
hard to determine, as you can’t read a 
man’s mind in such cases. But some- 
times it can be told. For instance, in 
a case I remember, a retailer was ar- 
rested charged with receiving stolen 
goods. He protested absolute innocence, 
but it was proved that the goods had 
been stolen from the owner’s warehouse 
by some boys who had offered them to 
this retailer. The retailer paid money 
for them and told them he would buy 
more if they could get them. The dealer 
was convicted, because his actions 
weren’t those of an innocent man. 

In another case an alleged receiver 
who protested innocence was proved to 
have got goods in three other suspicious 
cases, therefore he was convicted. 

Almost never can it be directly proved 
that the man who buys stolen goods 
knew they were stolen. You have to put 
two and two together. 





*Copyright, May, 1929, by Elton J. 


Buckley. 








There have been a number of inquiries 
as to why the National Association of 
Credit Jewelers did not release to the 
trade publications, reproductions of the 
complete account of the proceedings at 
their convention at West Baden, Ind. 
The board of directors of the association, 
after carefully reading the stenographic 
report of the meetings, decided that it 
would be inadvisable to reproduce them 
in a publication, due to the fact that 
many of the subjects discussed were 
vital parts of the credit jewelry busi- 
ness, and that it would be inadvisable to 
publish them verbatim in the magazines. 
In order that each member may have 
a permanent record of the proceedings 
of the convention, the association is 
having printed a transcript of the en- 
tire proceedings, containing the minutes 
of each meeting, including the group 
meetings, and these will be mailed to 
each member as soon as they are re- 
ceived from the printer. 








King’s Gift Shop, Rochester, N. Y., 
has received a certificate of incorpora- 
tion from the State. 


Jewelry in, Persia 


HE great Bazaar in Teheran, Persia, 

is one of the leading attractions of 
the city to travelers. In the shops, 
which resemble little booths, all sorts of 
novelties are to be found. The jewelry 
quarter is always crowded with women 
buying little gold ornaments, which are 
commonly worn even by the very poor- 
est classes. If one looks at the hands 
of the roughest men, he will find that 
nine out of 10 among the artisans and 
soldiers wear a turquoise ring, which, 
for its color, is supposed to bear a 
charm. 


The very poor wear a blue bead, and 
all camels and horses have some bit of 
blue woven into their trappings. The 
jewelry that is made is of the simplest 
description—crescent-shaped earrings 
with dangling drops, small necklaces of 
round gold beads. The tiny clasps with 
which every woman clasps her veil, are 
all made in little, dark shops, with a 
small glass case standing on the coun- 
ter beside the worker. In these glass 
cases everything which might be salable 
is placed. 

If the jeweler happens to be a rich 
man and a good worker in precious 
stones, and if he is also ambitious, one 
will be likely to see, lying in his case, 
old orders, portraits of the Shah set in 
brilliants, or gold epaulettes with a 
Shah’s name in brilliants, which some 
unfortunate palace official has been 
forced to part with. Here the visitor 
will often find some fine bit of old Euro- 
pean work, such as a French watch, 
or an enamel coffee cup, which has 
drifted from hand to hand for perhaps 
a century, till it has finally found its 
way into the Bazaar. 

Leaving the Bazaar and passing along 
the street one found workers in silver, 
but there is no distinctive silver work 
of Teheran as of Shiraz and Ispahan; it 
is of all shapes and for all purposes, 
boxes, vases, tea-services, modern and 
sometimes old. The Shiraz work is 
rather clumsily embossed with figures 
and flowers, and is very heavy and un- 
gainly. The Ispahan silver is engraved 
and much finer. The specialty of this 
silver is the open work over glass, which 
is very original, for liqueur bottles and 
flower-vases. 

While in Teheran, the traveler had 
an interview with the Shah. He was 
dressed in the classical costume which 
is always worn by the Shahs. On his 
breast he wore five rows of lovely dia- 
monds, and naturally the diamond 
aigrette adorned his hat. This aigrette 
is the insignia of royalty; it is fastened 
by a magnificent diamond, called the 
Daria-o-noor, second only in size to the 
famous Koh-i-noor. His Majesty wore a 
sword with hilt and sheath inset with 
precious stones.—L. C. B. 








Theodore J. Baxter, 75, retired 
jeweler, of Newbern, N. C., died recently 
at his home. Deceased is survived by 
his widow, two sons, a daughter, sev- 
eral brothers and a sister. 
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These are two of the stones 
which accompanied Mr. Mau- 
rice Nathan on the eventful 
Graf Zeppelin flight. 


Among the Nathan collections 
of synthetic stones: 


“Dirigem” (Emerald) 

“Blue Green” Zircon 

“Violet” Kunzite 

“Spinel” Sapphire 

“Rose” Kunzite 

“Ceylon” Sapphire 

“Hyacinth” 

and “Zeplonyx” (multi-colored Onyx) 


Every stone in vogue in every size and shape. 


If your jobber or manufacturer does not carry 
these new, stylish stones we will be glad to re- 
ceive his name from you. 





INTERNATIONAL S. N ATH AN ge CO, INC, STONE SERVICE 


71-73 NASSAU STREET, NEW YORK 
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Jewelers Play Golf 





Members of Manufacturing Jewelers Golf 
Association Hold First Tournament 
of the Season 


PROVIDENCE, R. I., June 8.—Members 
of the Manufacturing Jewelers’ Golf 
Association with a number of guests, 
cast all cares of business aside last Tues- 
day and gathered at the grounds of the 
Agawam Hunt Club in East Providence 
for an afternoon’s outing, a game of golt 
and a dinner and entertainment in the 
evening. This was the first tournament 
of the season and was a complete suc- 
cess, there being 78 starters in the tour- 
ney and more than 125 at the dinner. 
The interest manifested was proof that 
the ancient sport has a strong grip on 
members of the association and if Tues- 
day is to be taken as a criterion, the 
season for 1929 should be a successful 
one for the jewelers’ organization. 

George H. Kollstede carried off the 
major honors of the tournament, his 
card of 81-13-68 outstripping the rest of 
the field of 78 starters with strokes to 
spare and winning him first place in 
Class A and giving him possession of the 
sterling silver Mulford trophy, presented 
by V. S. Mulford, former president of 
THE JEWELERS’ CIRCULAR Publishing Co., 
until it is won by some competitor. 
Playing steady golf except for two 
three-putt greens, Kollstede was out in 
40 and home in 41, the best gross of the 
day. The low net in this class went to 
D. E. Partelow with 90-18-72. The other 
prize winners in the top class were How- 
ard K. Clery, Samuel Hamin and Lloyd 
G. Balfour. 

Frank P. Daughaday’s 97 captured 
the best gross prize in Class B while C. 
H. Bangs with 97-22-75, won the net. 
F. H. Curren, William A. Shawcross and 
Frank R. Budlong collected the other 
three awards for this class. The first 
foursome teed off promptly after lun- 
cheon and it was after 6 o’clock before 
the last card had been turned in, the 
scores posted and the awards made up. 

At 7 o’clock an excellent beefsteak 
dinner was served during which the 
diners, under the song leadership of 
“Bill” Gow, who also officiated as toast- 
master, while “Tom” Mulgrew conducted 
an enjoyable cabaret program. At the 
conclusion of the dinner Al Vennerbeck 
was given charge and in his inimitable 
manner presented the prizes to the win- 
ners. 








Federal Trade Commission Investigat- 
ing Effect of Dealer Price-Cutting 
on Manufacturers Volume of 
Distribution 


WASHINGTON, D. C., June 8.—One 
phase of the Federal Trade Commission’s 
investigation of resale price maintenance 
which is still under way includes a 
study of the effect of: dealer price- 
cutting upon the manufacturer’s vol- 
ume of distribution. The opinion of 
53.3 per cent of manufacturers definite- 
ly answering the question was that when 
dealers cut the price of a manufacturer’s 
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product, its distribution is thereby de- 
creased. 

Only 7.5 per cent of such replies in- 
dicated an increase in volume from 
dealer price-cutting, while the remainder 
making definite replies stated that price- 
cutting had no appreciable effect on 
their volume. This view, however, was 
not uniformly held by manufacturing 
groups. Among tobacco manufacturers, 
60 per cent expressed the belief that 
dealer price-cutting had no effect, in 
which view the boot and shoe group 
seemed to concur. 

The group feeling most strongly 
that dealer price-cutting reduced volume 
was that made up of manufacturers of 
watches, clocks and silverware. Half or 
more of the total number of manufac- 
turers of machinery and automobiles 
held the same view. 

On the question of the effect on their 
own sales volume of price-cutting on 
competing products, about 35.6 per cent 
of the manufacturers failed to reply 
definitely, but 45.1 per cent stated that 
their own sales decreased when dealers 
cut the prices of competiting products 
and 19.3 per cent reported that such 
price-cutting did not decrease their 
sales. 

If the majority opinion of the manu- 
facturers replying to the Commission’s 
questionnaire represents the actual 
state of affairs, a reduction in sales fol- 
lows dealer price-cutting, whether it be 
on the manufacturer’s own product or 
on that of his competitor. 








Old Concern to Retire After Eighty 
Years of Continuous Service 
in St. Louis 


St. Louis, Mo., June 8.—Announce- 
ment was made this week that one of 
the oldest of the local retail jewelry 
stores will shortly close its doors and 
retire from the trade. This concern is 
the Kortkamp Jewelry Co., at 817 Lo- 
cust St., and only a short time ago it 
had the distinction of celebrating its 
80th anniversary of uninterrupted busi- 
ness in this city. 

Founded in 1849, by E. H. Kortkamp, 
a young immigrant watchmaker from 
Germany, it has continuously been in 
business here. At that time St. Louis 
was thronged with easterners headed for 
the California gold fields and the founder 
set up his first store for business at 514 
Franklin Ave., having his living quar- 
ters attached as was the custom in those 
days. He prospered from the first and 
gradually increased his stock and busi- 
ness. For 36 years he occupied the same 
location, then moving across the street 
to 507 Franklin Ave. Subsequently the 
firm occupied business quarters at 612 
N. Broadway, then at 805 Washington 
Ave. and later 421 N. Seventh St. About 
two years ago it was moved into its pres- 
ent quarters at 817 Locust St. 

Otto H. Kortkamp, son of the 
founder, is president of the firm at this 
time, having been connected with it all 
of his business life and G. H. Konert, its 
secretary and treasurer. has been asso- 
ciated with the firm for the past 45 
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years. Mr. Kortkamp, who has been with 
the firm 51 years, plans to dispose of its 
stock and retire from active business. 

His son, Otto H. Kortkamp, Jr., who 
has also been with him in the firm for 
a number of years, may associate him- 
self with some other concern in the local 
jewelry trade. 

The firm was incorporated in 1893 as 
the E. H. Kortkamp Jewelry Co., its 
principal stockholders being the above 
named men, the head of the firm begin- 
ning his connection with the store at the 
age of 16 years. 

In point of years of continuous ser- 
vice in the local trade the concern is 
only surpassed by one local retail jewel- 
ry establishment, which recently cele- 
brated its 100th anniversary. 








Program Completed for Outing of 
Jewelers 24 Karat Club of New York 
to Be Held June 18 


The annual outing of the Jewelers 24 
Karat Club of New York, to be held on 
Tuesday, June 18, will be known this 
year as a “Whoopee Party.” This will 
be the 27th annual summer event of this 
organization and as usual will be held 
at Price’s, Pleasure Bay, N. J. 

The same transportation arrange- 
ments which have prevailed since the 
jewelers have been going to this Jersey 
shore resort will hold good this year. 
One of the palatial Jersey Central Rail- 
road steamers will convey the members 
and their guests to Atlantic Highlands, 
where they will board a train. On 
arrival at North Long Branch they will 
be carried to the picnic grounds by 
busses. The committee is urging every- 
one to be at Pier 10, foot of Liberty St., 
in time to make the long walk along this 
wharf and board the boat which leaves 
at 9 a. m. sharp, Daylight Saving Time. 

The printed program sent to each 
member and what each event constitutes 
will as usual remain a mystery until 
the jewelers reach the picnic grounds. 
The only recognizable feature is the 
quoits contest. 

DeWitt A. Davidson will act as “Chief 
Whoopee” and will be assisted by “Matt” 
Stratton, chairman of the sports com- 
mittee, F. A. Croselmire, Sigmund Cohn, 
John W. Sherwood, W. I. Rosenfeld, 
Charles W. Sommer, Lester Russell, 
William E. Steiger, Frank C. Osmers, 
F. H. Osterwald, Harry McMahon and 
Daniel Price. 








Although it is reported that a few 
of the Attleboro jewelry manufacturing 
concerns suspended operations in 1928 
and others followed early this year, 
resulting in considerable floor space oc- 
cupied by those firms being vacated, the 
addition to the General Plate Co., the 
Union Plate & Wire Co., the L. G. Bal- 
four Co. and the Mossberg Pressed Steel 
Co. plants for 1929 will probably result 
in more actual space being used for local 
manufacturing by Jan. 1, 1930, than on 
Jan. 1 of this year. This is in keeping 
with the conditions generally observed 
by the industrial survey in the State 
recently reported upon by the Massa- 
chusetts State Labor Bureau. 
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TREASURER 


Great Trade Gathering Ends Sessions at Chicago 





Jewelry Trade Conference Passes Many Resolutions on Trade Practices Which Are Submitted to 
the Federal Trade Commission—National Wholesale Jewelers’ Association Holds One of 
Its Greatest Conventions and Sessions Are Enthusiastically Supported by Unusu- 


EDGEWATER BEACH HOTEL, June 7.— 
Chicago has done many things in the 
past to establish its position as a great 
center of the jewelry industry of Amer- 
ica, but never has it done more to accom- 
plish this object than in the past week. 

And this hotel was the scene of the 
work for it housed two great conventions 
of the jewelry industry and a great 
Trade Practice Conference which 
brought here leaders of ‘he various 
branches of the trade from all parts 
of the country. The work accomplished 
may mark an epoch in the renaissance 
of the jewelry business. 

At the first conference or convention, 
(that of the Wholesale Jewelry Trade 
Association; the proceedings of which 
covering Monday and Tuesday were re- 
ported in full in the last issue of THE 
JEWELERS’ CIRCULAR), it was announced 
by B. J. Doyle, sponsor for the associa- 
tion and the Jewelry Trade Institute that 
the Institute would come into being 
a a result of the support that he got 
from the wholesalers and would be func- 
tioning in the next six months. At the 
Jewelry Trade Conference called by the 
Federal Trade Commission under the 
auspices of the National Wholesale 
Jewelers Association, the industry, 
through its delegates and representa- 
tives from various sections of the coun- 
tty, adopted a series of rules or resolu- 


ally Large Attendance 


tions which should act as a foundation 
not only to develop business ethics in all 
branches of the trade, but which, when 
approved by the trade and the Federal 
Trade Commission, should give an op- 
portunity to eliminate a large number 
of abuses which have hampered our 
manufacturers and distributors in the 
past. This may result in the dawn of a 
new era which may see the gradual 
elimination of the “gyp” wholesaler and 
retailer and the unscrupulous manufac- 
turer, thereby giving an opportunity 
for a fair and decent profit to the legit- 
imate merchant whose ethics are in 
conformity with the high standards of 
the jewelry business. 

Last, but not least, the convention of 
the National Wholesale Jewelers Associ- 
ation which started Wednesday morn- 
ing, adjourned for the trade conference 
and finished its proceedings at two im- 
portant sessions on Thursday, estab- 
lished once for all the fact that the 
jewelers of this country are capable of 
holding a real business convention on 
constructive and instructive lines that 
can meet the problems that confront our 
manufacturers and our distributors in 
an intelligent and progressive way. The 
reports submitted, the addresses made, 
and the discussions that followed, proved 
of the highest value to those who at- 
tended and should do more to aid in 


helping solve the problems of the whole- 
saler than anything that has been done 
in many years. In contrast to the con- 
vention that was held Monday and Tues- 
day, which was one of inspirational ad- 
dresses, the convention of the National 
Wholesale Jewelers Association was one 
of work and achievement—a real busi- 
nessman’s convention in every way. 
What is more, the crowded condition of 
the convention hall, the close attention 
paid to discussions and reports, and the 
participation therein by our leading 
wholesalers throughout the country in- 
dicated that this is the kind of a con- 
vention that they want; that they are 
deeply interested in the vital problems 
that confront the industry and are will- 
ing to do their part in studying them 
and helping to solve these problems no 
matter how much sacrifice it may entail. 

The telegraphic report from Chicago 
which appeared in the last issue of THE 
JEWELERS’ CIRCULAR, took the proceed- 
ings of the work up through the first 
session of the National Wholesale Jewel- 
ers convention with the opening speech 
of President Becken and the report of 
Secretary Fernley, the appointments of 
the committees, etc., up to the time when 
the members adjourned to participate 
in the Jewelry Trade Conference to be 
presided over by Federal Trade Com- 
missioner March. 
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Wednesday 


Promptly at 10.30 on Wednesday 
morning the Trade Practice Conference 
was called to order by Commissioner 
Charles H. March, and he was assisted 
by Hon. M. Markham Flannery. This 
conference was held under the auspices 
of the Federal Trade Commission. It 
was the purpose of the conference to en- 
deavor with the assistance of the Fed- 
eral Trade Commission to improve con- 
ditions surrounding the distribution and 
sale of jewelry and kindred products, 
and to eradicate those practices which 
are regarded as objectionable and unfai1 
and which are believed to exercise a 
harmful or demoralizing influence. 

Secretary Fernley presented a number 
of rules for consideration and after they 
had been read and considered they were 
either adopted as read or amended. The 
rules as adopted are as follows: 

Rule No. 1—Definition of Jewel- 
ry: The term jewelry is understood 
to include watches, clocks, diamonds 
and other precious and semi-pre- 
cious stones, silverware and articles 
for personal wear or adornment of 
any character whatsoever commonly 
and commercially known as jewelry. 

Rule No. 2 — Misbranding: The 
marking or branding of products of 
the jewelry industry for the pur- 
pose or with the effect of mislead- 
ing or deceiving purchasers with re- 
spect to the quantity, quality, grade, 
source of production or substance 
of the goods purchased is hereby 
condemned. 

Rule No. 3 was also slightly amended 
and was adopted as follows: 

Rule No. 3—Fraud and Misrepre- 
sentation: The sale or offering for 
sale of any product of the jewelry 
industry with intent to deceive cus- 
tomers or prospective customers as 
to the quality, quantity, substance, 
size or source of production of suck 
product is hereby condemned. 

Following this rule, Albert Ellbogen 
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asked to present 11 resolutions that were 
adopted by the Good and Welfare Com- 
mittee of the National Jewelers Board 
of Trade. These resolutions as adopted 
read as follows: 

1. RESOLVED: That it is unfair to 
describe any diamond as “perfect” 
which discloses flaws, cracks, car- 
bon spots, clouds, cloudy texture 01 
blemishes of any sort when exam- 
ined by a normal eye under an ordi- 
nary diamond loupe. 

2. RESOLVED: That it is unfair to 
use the term “blue white” in the ad- 
vertising or selling of a diamond, 
which, when viewed from the front 
and unset, shows any tint of colo 
other than bluish in clear daylight. 

3. RESOLVED: That such terms 
as “perfect cut,” “perfectly cut,” 
“eye clean,” “commercially perfect,” 
“commercial white,” etc., should 
never be used in advertising or sell- 
ing diamonds. 

4. RESOLVED: That the weight of 
diamonds should be described only 
in standard metric carats and deci- 
mals, and that the use of fractional] 
weights be discontinued. 

5. RESOLVED: That the word 
“diamond” may be applied only to 
the genuine stone which is carbon in 
its crystalline state and that all imi- 
tation diamonds should be described 
as such. 

6. RESOLVED: That the term 
“synthetic” shall not be applied to 
any stones except those produced by 
artificial means that have approx- 
imately the exact characteristics 
of genuine precious stones. 

(Note) — This approximation 

should include: 

a. Same hardness with a toler- 
anee of 5 per cent over or 
under the extremes of the 
genuine. 

b. Same dichorism. 

c. Same specific gravity or den- 
sity with a tolerance of 5 
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per cent over or under the 
extremes of the genuine, 

d. Same chemical constituents 
with reasonable tolerance jn 
the proportion of the cop. 
stituents. 


7. RESOLVED: That any imitation 
of a genuine or synthetic stone must 
be described as an imitation. 


8. RESOLVED: That the term 
“Oriental pearl” shall not be ap- 
plied to any pearls except those 
found in salt water. 

9. RESOLVED: That culture pearls 
should be advertised and sold as 
“culture pearls.” 

10. RESOLVED: That in the adver- 
tising and sale of imitation pearls, 
the word “pearl” may not be used 
unless the word “imitation” is used 
in conjunction therewith in same 
size type immediately before, fol- 
lowing or directly underneath. 

11. RESOLVED: That the term “in- 
destructible” or its equivalent as 
applied to imitation pearls is inac- 
curate and should not be used. 

The conference then returned to a con- 
sideration of the rules submitted by 
Secretary Fernley. Quite a lengthy dis- 
cussion was held on Rule No. 4, and 
this discussion was led by Charles Moore 
of Moore-DeGrazier Co., Dallas, Tex. 
Finally it was decided that President 
Albert C. Becken Jr., appoint a com- 
mittee to draw up a new resolution. This 
was unnecessary because after thirty 
minutes and after the reading of several 
other rules Mr. Moore presented another 
rule and this was adopted as read. Rule 
No. 4, as it now stands is as follows: 

The industry hereby records its 
approval of the definition of a quali- 
fied wholesale distributor to be one 
whose principal business is selling 
to retail dealers and who does not 
sell direct to the consumer. Any 
retail merchant who does not stock 
jewelry should be classified as a con- 
sumer. This is not intended to dis- 
qualify as a wholesaler one who also 
maintains a regular established re- 
tail store. 
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Rules Nos. 5 and 6 were adopted just 
as they were read. They follow: 

Rule No. 5—Selling Goods Not 
Stocked: The soliciting of orders by 
diamond or other specialty whole- 
salers, manufacturers or importers 
for merchandise they do not carry 
in stock for the purpose of influenc- 
ing the retailer to buy diamonds or 
other merchandise is hereby con- 
demned. 

Rule No. 6—Selling Goods Not 
Stocked and Substituting: The so- 
liciting of orders by diamond or 
other specialty wholesalers, manu- 
facturers or importers for merchan- 
dise they do not carry in stock and 
which they are reasonably certain 
cannot be procured for the purpose 
of substituting other merchandise is 
hereby condemned. 

The next rule had to be referred to an 
appointed committee after considerable 
discussion, and this committee headed by 
Joseph Reagan, of the Baldwin-Miller 
Co., Indianapolis, made the following re- 
port at the afternoon session, which was 
adopted. 

Rule No. 7—Terms: The practice 
of extending long terms by manu- 
facturers, wholesalers or importers 
to retailers or wholesalers without 
an adequate interest charge is detri- 
mental to all branches of the indus- 
try, and is thereby condemned. 

The next rule was also adopted as 
presented. This rule is as follows: 


Rule No. 8—Charging Interest on 
Past Due Accounts: The carrying 
of past due accounts without charg- 
ing interest imposes an unwar- 
ranted financial burden on sellers 
and is unjust to buyers who prompt- 
ly meet their obligations, and is 
hereby condemned. 

The next rule had to be amended be- 
fore it was adopted. This now reads: 

Rule No. 9—Net Prices: The list- 
ing of merchandise at net prices in 
trade journals sent first, second or 
third class mail or any other man- 
ner and in circulars, pamphlets, 
leaflets and similar literature sent 
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to the trade by other than first class 
mail is hereby condemned. 
Rules 10, 11, 12, 13, 14 were adopted 
as presented. They follow: 


Rule No. 10—Secret Rebates: The 
payment of secret rebates, refunds, 
credits or unearned _ discounts, 
whether in the form of money or 
otherwise, or the sale of merchan- 
dise in which all terms are not open 
and strictly adhered to is hereby 
condemned. 

Rule No. 11—Misrepresentation 
of Sale Policies: Misrepresentation 
of selling policies on the part of 
manufacturers and the clandestine 
departure from their announced 
policies, particularly the practice of 
“direct selling” on the part of those 
who profess to distribute their prod- 
ucts through the wholesaler, is here- 
by condemned. 

Rule No. 12—Cancellations: The 
cancellation of bona fide orders ac- 
cepted in good faith and executed in 
accordance with the terms of the 
contract without first obtaining the 


seller’s consent is hereby con- 
demned. 

Rule No. 13—Inadequate Mar- 
gins: The advertising of resale 


prices which fail to provide a mar- 
gin sufficient to cover the cost of 
doing business and provide equitable 
compensation for service rendered 
impairs capital investment, threat- 
ens the business of distributors and 
is hereby condemned. 

Rule No. 14—Selling Below Cost: 
The selling of goods at or below cost 
for the purpose of injuring a com- 
petitor and with the effect of lessen- 
ing competition is hereby  con- 
demned. 

Rule 15 was on misrepresentation of 
the character of a business. This had to 
be amended to be adopted, and now 
reads: 

Rule No. 15—Misrepresentation 
of the Character of a Business: Mis- 
representation of the character of 
a business for the purpose of deceiv- 
ing sellers or purchasers, i.e., deJib- 
erately posing as a manufacturer or 
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wholesaler or importer when one is 
not engaged in the manufacturing 
or wholesale business, is hereby con- 
demned. 

A lengthy discussion was held on 
Rule No. 16. This covered ‘sales policies. 
It finally was agreed that President 
Becken appoint a committee to come to 
an agreement on this rule. Those ap- 
pointed were Messrs. Strawn, weit 
Edwards, Riley and Carpenter. 

Following the afternoon _ session, 
Chairman Ellbogen took the floor and 
asked that Rule No. 16 be stricken out. 

The meeting was then adjourned for 
luncheon. 


WEDNESDAY AFTERNOON 


When Commissioner March called the 
afternoon session about 3° o’clock, Rules 
Nos. 17, 18, 19, 20, 21, 22, 23, 24, 25, 26, 
27, 28, 29, 30, 31, 32, 33, 34, 35 were all 
accepted as presented. 

Rule No. 17—Price Discrimina- 
tion: Any discrimination in the 
price of jewelry between purchasers 
of the same class, not including dis- 
crimination in price on account of 
the difference in grade, quality or 
quantity of the product sold, or 
which makes due allowance for dif- 
ference in grade, quality or quantity 
of the product sold, or which makes 
due allowance for difference in cost 
of selling and transportation, or dis- 
crimination in price in the same or 
different communities not made in 
good faith to meet competition, 
where the effect of such discrimina- 
tion may be to substantially lessen 
competition or tend to create a 
monopoly is hereby condemned; pro- 
vided, however, that nothing in this 
resolution shall be construed to pre- 
vent the publication and use of a 
special quantity price applicable to 
a definite quantity of goods which 
are placed in one order and at the 
option of the seller are moved as 
one shipment. 

Rule No. 18—Inducing Breach of 
Contract: The willful interference 

(Continued on page 71) 
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20—W. H. Fowlie, Elgin National Watch Co., Elgin, Ill.; 21—H =, a a _ — — 
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by any person 1 or corporation 
by any means« vice whatsoever 
with any existin, contract between 
a manufacturer arid a wholesaler or 
between a wholesaler and a retailer, 
or any other party; or the perform- 
ance of any other contractual duty 
or service for the purpose or with 
the effect of dissipating, destroy- 
ing or appropriating in whole or in 
part the patronage or business of 

_ another is hereby condemned. 

Rule No. 19—Price Cutting on 
Branded Lines: The cutting of price 
on nationally advertised or trade- 
marked goods for advc:tising pur- 
poses with the intent of falsely cre- 
ating in the buyer’s mind the belief 
that dealer sells his whole line at 
such bargain prices, whereas dealer 
expects to make up loss on goods 
so priced on the sale of other ar- 
ticles, is hereby condemned, 

Rule No. 20—Appointment of 
Watch Inspectors: The use of his 
power of appointment of watch in- 
spectors by a general watch inspec- 
tor for railroads to force dealers to 
buy their goods of him, and the fur- 
nishing of railroad passes by a gen- 
eral watch inspector to influence 
dealers to buy their goods of him is 
hereby condemned. 

Rule No. 21—Merchandise Re- 
turns: The practice of holding for 
indefinite periods merchandise, or- 
dered and executed in accordance 
with the terms of the contract, then 
attempting to return it for credit, 
works unjust hardships upon sellers 
and is hereby condemned. 

Rule No. 22—C. O. D. Shipments: 
Failure by consignees or _  ad- 
dressees to accept merchandise or- 
dered shipped on a C. O. D. basis 
and executed in accordance with the 
terms of the contract is uneconomic 
and wasteful. It tends to unneces- 
sarily inflate distribution costs and 
is hereby condemned. 

Rule No. 23—Repudiation of Con- 
tracts: Contracts, either written or 
oral, are business obligations which 
should be performed in letter and in 
spirit. The repudiation of contracts 
by sellers on a rising market, or by 
buyers on & declining market is 
equally reprehensible. Such action 
shatters confidence, induces violent 
fluctuations in price, destroys sta- 
bility in business operations to the 
consequent injury of the industry as 
well as the general public, ayd is an 
unfair trade practice. Contracts 
should be subject to no cancellation 
except for legal cause or by mutual 
consent. 

Rule No. 24—Exchange of Credit 
Information: Whereas, the indis- 
criminate granting of credit usually 
results in large credit losses which 
are an economic waste, and 

Whereas, such credit losses are 
included in the overhead, and re- 
flected in the selling prices, thereby 
placing an unfair burden upon those 
buyers who pay their bills when due, 
therefore, be it 
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RBSOLVED, that manufacturers and 
wholesalers be encouraged to ex- 
change information regarding the 
status of their customers’ accounts. 


Rule No. 25—Delivering Merchan- 
dise Not Ordered: Delivering mer- 
chandise in quantities in excess of 
that actually ordered and for which 
the buyer has contracted to pay is 
uneconomic and is condemned. 

Rule No. 


26—Unordered Mer- 
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chandise: Sending unordered mer- 
chandise either to regular or pros- 
pective customers is condemned. 

Rule No. 27—Failure to Deliver: 
Inexcusable failure to deliver mer- 
chandise at the appointed time and 
promising delivery dates which it is 
certain cannot be lived up to is con- 
demned. 

Rule No. 28—Inferior Merchan- 
dise: Delivering merchandise which 
is inferior to or which differs from 
the samples approved is_ condemned. 

Rule No. 29—Unearned Dis- 
counts: Taking or attempting to 
take without the approval of the 
seller, cash discounts after the dis- 
count period has expired, is con- 
demned. 

Rule No. 30—Excess Discount: 
Taking or attempting to take dis- 
counts in excess of those actually 
agreed upon at the time the order 
was placed, or to which buyer is 
not entitled under the terms of the 
contract is condemned. 

Rule No. 31—Sending Invoices 
After Shipment: Sending invoices 
considerably after the merchandise 
is shipped, preventing the buyer 
from marking and placing the mer- 
chandise on his shelves immediately 
upon arrival, is condemned. 

Rule No. 82—Sending Invoices 
Before Shipment: Sending invoices 
considerably in advance of the mer- 
chandise, necessitating the taking of 
cash discounts before the merchan- 
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dise is received and inspected, is 
condemned. 

Rule No. 33—Bribery: Commer- 
cial bribery in any form is con- - 
demned. 

Rule No. 34—Gifts: The giving 
or receiving of gifts as a means of 
influencing the placement of orders 
is condemned. 

Rule No. 35—Exclusive Agency: 
Selling to retail competitors of a 
concern to which an_ exclusive 
agency has been given is condemned. 

With the exception of the most inter- 
esting debate caused by. the resolution 
covering the definition of a “qualified 
wholesale distributor” which was led by 
Mr. Moore of Dallas, Tex., and whose 
amended definition was finally adopted, 
no debate of serious import occurred 
on the various ether rules, particularly 
those adopted in the afternoon, and it 
looked as if a regular “steam roller” was 
in process to adopt all until the very 
last, No. 36 was read.by Secretary Fern- 
ley. This provided that “it should not 
be held a violation of the Trade Prac- 
tice recommendations as to quality or 
quantity if the distributor proved that 
the basis of his statement was induced 
by the representation of the vendor.” 

Objection was immediately raised by 
Mr. Willson of THE JEWELERS’ CIRCULAR 
to the adoption of such a rule because, 
as he pointed out, it would nullify the 
entire effect of the recommendations 
against misrepresentation as far as the 
unscrupulous retailer was concerned. 
He showed that for 25 years the trade 
had been fighting such a modification 
of laws and regulations in New York 
which had been mainly sponsored by de- 
partment stores. The debate which en- 
sued developed the fact that the resolu- 
tion had been put in at the request of 
the representative of the dry goods in- 
terests, Mr. Young ‘of Washington, who 
made a very strong plea for its adop- 
tion. 

In his contention for its rejection, Mr. 
Willson was supported by Secretary 
Shinn of the National Jewelers Board of 
Trade, J. F. Montgomery of M. A. Mead 
& Co., Mr. Manheimer of Chicago, Mr. 
Moore of Dallas, and a number ef others 
and the resolution was voted out prac- 
tically unanimously after some further 
discussion of the matter. 

A resolution presented by Secretary 
Fernley which reads as follows was ac- 
cepted: 

RESOLVED: Whereas there has been 
considerable confusion with reference to 
the proper marking, stamping and de- 
scription of jewelry and 

Whereas, inasmuch as this is an ex- 
tremely involved technical subject in- 
volving primarily numerous groups of 
manufacturers, therefore, be it 

‘ RESOLVED: That a committee of five 
be appointed to arrange for conferences 
of manufacturers of imitation ivory, 
imitation leather goods, gold plated and 
gold filled jewelry for the purpose of 
drawing up proper rules and definition 
and reporting on same to Trade Prac- 
tice Division of the Federal Trade Com- 
mission within six months. 

Another resolution adopted which re- 
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sulted in a rising vote of thanks was the 
following: 

RESOLVED: That we heartily approve 
of the action of the Federal Trade Com- 
mission in holding trade practice confer- 
ence and we thank Commissioner Charles 
H. March, assisted by Hon. M. Mark- 
ham Flannery. 

A. F. Smith, Omaha, Neb., opened a 
discussion on the manner in which cata- 
logs are marked, claiming that in his 
opinion a wholesaler who puts out a 
catalog should not include the prices in 
the same book, but should issue a second 
book giving the prices. Many retailers 
as well as wholesalers participated in 
this discussion and in the opinion that 
prevailed it was thought that if prices 
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were put in code it would be of advan- 
tage to the retail jeweler when he has to 
show his customer the catalog. The mat- 
ter of many wholesalers sending their 
catalogs to large industrial plants was 
also touched on, and Mr. Fernley sug- 
gested that when a case of this kind is 
brought to their attention it should be 
referred to the offices of the A. N. W. 
J. A. 

The hour was growing late but those 
in attendance were reluctant to leave. 
The meeting had been one of the most 
interesting ever held and the subjects 
taken up had claimed the undivided at- 
tention of every member present. 

At 5 o’clock Commissioner March 
called the meeting to a close. 





Final Session of N. W. J. A. Convention 


Thursday 


The Thursday morning session was 
called to order in the West Room of the 
Edgewater Beach Hotel at 10.30 by 
President Becken with almost as many 
present as on the preceding day, and 
this attendance continued throughout 
the day until final adjournment was 
about 5 o’clock. 

Secretary Fernley read several tele- 
grams from members, who, for various 
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reasons, had not been able to attend, all 
showing the same interest in the pro- 
ceedings as those attending. 

Mr. Fernley then read the rules of 
the Federal Trade conference and ex- 
plained in detail the three groups into 
which the resolutions will be arranged 
by the Federal Trade Commission. 

President Becken then called upon D. 
J. Gleeson, Louisville, Ky., t6 tell about 
the recent survey made in that city by 
the Bureau of Foreign and Domestic 
Commerce of the Department of Com- 
merce, or rather the one made by the 
Louisville grocers under the direction of 
the Chamber of Commerce. He gave 


some very interesting figures in compar- 
ing the stocks carried by regular stores 
and those of the chains, the principal 
fact brought out being the much greater 
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number of items and brands carried by 
the independent stores. 

Following this Jacob Engel, of Balti- 
more, chairman of the Overhead Ex- 
pense Committee, read his report. In his 
report he indicated the danger on ac- 
count of the results shown by the survey 
made among the wholesalers during the 
early part of the year, in as much as 
these figures show a mounting cost of 
doing business and at the same time 
the average margin of profit is less. In 
the discussion that followed individual 
members pointed out from their records 
of many years that this condition pre- 
vails and the figures presented by 30 
of those present showed only an average 
net profit of 2.48 per cent. 

W. G. Jamison, business specialist, of 
the Bureau of Foreign and Domestic 
Commerce, Chicago, was then introduced 
and talked at some length on “Some of 
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the Problems of Distribution.” Mr. 
Jamison told of the work being done 
in his department and the results being 
attained. He stated that at the present 
time their funds would. not permit them 
to take on additional lines of business 
but felt sure that if the jewelers desired, 
some way could be found to supervise 
and help them in making certain sur- 
veys, and that all the information re- 
garding other lines on file in the Depart- 
ment of Commerce were available to 
jewelers. 

What factors are responsible for the 
lack of net profits in the wholesale jewel- 
ry business? was the next question dis- 
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cussed and the discussion was led by 
Joseph Regan and H. L. Carpenter. Mr. 
Regan pointed out several factors that 
he considered from the experience of 
his concern that did much to take the 
profit out of their business and Mr. 
Carpenter repeated a statement he has 
often made that price cutting, in its 
various forms and ramifications, is re- 
sponsible for most of the troubles in the 
trade, not alone with’ the wholesaler but 
also with the manufacturer and retailer. 
A general discussion along the same 
lines followed. 

Charles T. Gustafson and George H. 
Edwards led the discussion on what the 
wholesaler can do to most effectively co- 
operate with the retailer in making their 
business more satisfactory and profit- 
able. 

Mr. Gustafson thought that service 
was the first thing to consider, support 
and encouragement of association work 
in the trade, and the observance of trade 
ethics in all dealings. Mr. Edwards 
stated that if it was realized by all man- 
ufacturers and wholesalers that no 
article is really sold until it reaches the 
consumer, that the wholesaler’s merchan- 
dise is not sold when it reaches the 
shelves and cases of the retailer, there 
would be much more consideration given 
this subject and greater cooperation 
would be given. He said that one very 
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effective means of cooperation is to 
study the potential sales possibilities of 
a customer and help the dealer to select 
the proper merchandise and in the 
proper quantities. President Becken 
thought a good means of cooperation 
would be to sell the retailer lines of 
merchandise on which he would not 
suffer from the competition of unfair 
dealers and industrial catalog houses. 

At this time adjournment was taken 
for lunch with the admonition of Presi- 
dent Becken that all members be on 
hand promptly at 2.30 o’clock in the 
afternoon. 

The work of the convention up to this 
time seemed to have impressed several 
attending to such an extent that several 
announced at the opening of the after- 
noon session their desire to be reinstated 
as members of the organization and they 
were welcomed heartily. 

President Becken called upon mem- 
bers from every section of the country 
to report on the trade outlook for the 
balance of the year. Without exception 
these reports were very favorable. 
There was not a pessimistic opinion 
expressed. Conditions varied in differ- 
ent parts of the country but the general 
tone was the same whether from New 
York, California, Texas or any of the 
section between. 

Next came the report of Treasurer 
L. P. White. This was so satisfactory 
as to showing and balance that the mo- 
tion to accept the report included com- 
pliments for the manner in which the 
financial affairs of the organization are 
handled. 

This was followed by general discus- 
sion of how salesmen can be encouraged 
to think in terms of profit and the im- 
portance of adequate margins for both 
wholesaler and retailer. 

Committee reports were next in order 
and that of the resolutions committee 
was presented by William Cooper, chair- 
man. The resolutions were unanimously 
adopted. 


Resolutions 


Resolutions of respect were adopted 
by the association on the death of the 
late Edwin Massa, St. Louis, who was 
the first president of the association, and 
upon the death of Eli Gutmann, Cincin- 
nati, a valued member. 

* * * 


A resolution indorsing the action 
taken by officers of the association at a 
special meeting on March 11 was adopted 
as follows: 

WHEREAS, the lack of uniformity 
in the size of manufacturers price 
lists, advertising folders and litera- 
ture sent the trade is a great in- 
convenience and at times a serious 
handicap to wholesalers, therefore, 
be it ‘ 

- RESOLVED, that, we the Members 
of the National Wholesale Jewel- 
ers’ Association indorse the action 
taken by our officers at their spe- 
cial meeting on March 11 urging 
manufacturers to adopt a standard 
size price sheet measuring 6 x 9% 
inches, and be it further 
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RESOLVED, that manufacturers 
be urged to fold their large cir- 
culars to the uniform size of 9 x 
12 inches, and be it further 

RESOLVED, that we hereby ex- 
press our appreciation and extend 
our thanks to those who have al- 
ready adopted the above sizes or 
indicated their intention to do so. 

A resolution in favor of reducing the 





GEORGE H. EDWARDS, FORMER PRESI- 
DENT AND MEMBER OF THE ADVISORY 
COMMITTEE 


present tariff duty on diamonds from 
20 per cent to 10 per cent on the cut 
stones and from 10 per cent to duty free 
on the uncut stones was adopted. 

* * * 


Resolutions of thanks to the conven- 
tion speakers and to Mrs. A. C. Becken 
who entertained the ladies attending the 
convention were also adopted. 

* * * 


A motion was also made from the 
floor and unanimously adopted express- 
ing the thanks of the members of the 
association to the trade papers for re- 
porting the business sessions. 

* * * 


The report of the nominating com- 
mittee was made by Joseph E. Regan, 
chairman, and in the presentation of 
the report took occasion to state that 
the successful management during the 
past year and this, the greatest conven- 
tion of the wholesalers in the 22 years 
of their history, were the deciding fac- 
tors in making up the ticket. He then 
moved the reelection of all the principal 
officers with the result that for the next 
year the association will be served again 
by A. C. Becken, Jr., A. C. Becken Co., 
Chicago, president; Robert L. Coates, 
L. P. White, Philadelphia, first vice- 
president; Jacob Engel, J. Engel & Co., 
Baltimore, second vice-president; L. P. 
White, L. P. White, Philadelphia, treas- 
urer; George A. Fernley, Philadelphia, 
secretary. Members of the Executive 
Committee, terms expiring 1931, were 
named as follows: W. F. Broer, W. F. 
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Broer Co., Toledo; John Leiner, Ben- 
jamin Allen & Co., Chicago; George 
Kleitz, B. Kleitz & Bro. Co., Wilming- 
ton, Del.; A. C. Possin, Boszart-Possin 
Co., Milwaukee; Charles Moore, Moore- 
DeGrazier Co., Dallas; Leo Bauman, 
Bauman-Massa Co., St. Louis. 

Time and place for holding the next 
convention was referred to the executive 
committee. 


The Banquet 


The 22nd annual banquet and business 
meeting of the N. W. J. A. took place 
in the “Black Cat” room of the hotel 
Wednesday evening, and was attended 
by nearly 200 members and guests. 
President Becken, though nominally the 
toastmaster, turned over the work to a 
couple of very interesting entertainers, 
(two pretended doctors), who kept the 
audience in a scream from the time the 
menu had ended until the entertainment 
was over. However, there were two 
serious speeches, one which attempted 
to sell Chicago to the jewelers as a meet- 
ing place for 1933 when the Centennial 
Fair of the city will be held and the 
other, a very valuable address on chain 
stores by James L. Palmer, Professor 
of Marketing at the University of Chi- 
cago. 

PROF. PALMER’S ADDRESS 


Professor Palmer’s address was one 
of the most informative that the jewelers 
present had ever listened to on this sub- 
ject, as it covered (1) the history of 
the chain store and its present position 
in retail distribution; (2) the conditions 
under which chain stores have developed 
most conspicuously; (3) the main cause 
of chain store growth; (4) the measures 
that have been employed to combat 
chains and a discussion of their prob- 
ability of success and (5) a discussion 
of the probable future of the chain store 
in the business world. 

Though filled with statistics, Professor 
Palmer’s talk was listened to eagerly by 
the jewelers present, particularly that 
part which told of the measures em- 
ployed to combat chain store competition. 
These were in brief: 

The influencing of legislation 
designed to restrict the growth of 
chains. 

The formation of cooperative 
groups of retailers or jobbers or 
both for the purpose of securing 
either the advantages of chains or 
comparable efficiency in manage- 
ment. 

The merging of jobbing con- 
cerns to secure the advantages of 
mass operation. 

The adoption by jobbers of plans 
designed, through training or 
otherwise, to enhance the efficiency 
of independent retailers. 

Attempts on the part of whole- 
sale or retail groups to bring pres- 
sure to bear upon manufacturers 
and force them not to sell chains. 

Efforts on the part of independ- 
ents to exploit the service appeal 
and to persuade consumers to seek 

(Continued on page 81) 
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Death of Harry Farber 





Member of New York Silver Concern Vic- 
’ tim of Rare Disease 


Harry Farber, a member of the firm 
of Farber Bros., manufacturers of 
silverplated hollowware and novelties, 
13 Crosby St., New York, passed away 
last Thursday after suffering for nearly 
two years from the dreaded Hotchkiss 
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disease. The funeral was held the fol- 
lowing day from his late home at 290 
Warburton Ave., Yonkers. Burial was 
in Mount Hope Cemetery. 

The Hotchkiss disease to which Mr. 
Farber succumbed is contracted through 
eating poultry which has in some man- 
ner become diseased. The germs con- 
sume the red blood corpusles. Three 
blood transfusions failed to give Mr. 
Farber any relief and after four weeks 
at the Medical Centre -he finally suc- 
cumbed. 

Harry Farber was 46 years old hav- 
ing been born in May, 1883. For 13 
years he was associated in business with 
his brother, Louis, who will continue as 
heretofore. 

Mr. Farber was a member of Dun- 
woodie Lodge F. & A. M., Mecca Temple 
of Shriners and New York Consistory. 

Deceased is survived by his widow, 
two daughters, Mildred and June, one 
son, Seymour; his father, four brothers 
and one sister. 


Emil J. Hertz 


PHILADELPHIA, June 10.—Emil J. 
Hertz, another of Philadelphia’s vet- 
eran jewelers and for more than two- 
score years active in the business here, 
has passed away. Mr. 
stricken with an attack of intestinal 
trouble while in his office in the Real 
Estate Trust building and taken imme- 
diately to Hahnemann Hospital, a short 
distance away, where he died the follow- 
ing morning. His funeral, held Mon- 


Hertz was’ 
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day from his home at 5413 Woodcrest 
Ave., was largely attended. 

Mr. Hertz was a native of Germany 
and came to this country with his par- 
ents when he was eight years old. After 
leaving school, while in his teens, he 
embarked in the jewelry business when 
he obtained employment with Simon 
Muhr & Son. He next was employed by 
I. Bedichimer and after several years 
with that concern started in business for 
himself. In a short time he associated 
himself with Alexander Patterson and 
purchased the business of Meade & Rob- 
bins, then at 924 Chestnut St. When 
Mr. Patterson died, he continued in busi- 
ness for himself and moved to 101 S. 
13th St., where he remained for 26 years. 
Two years ago he moved to an arcade 
location on Chestnut St., between 12th 
and 13th Sts., but later took offices in 
the Real Estate Trust building, where 
he dealt almost exclusively in diamonds 
and other precious stones. 

He is survived by his 
brother, and two sisters. 


widow, a 





Body of William Kah, Sidney, Ohio, 


Jeweler, Found Hanging in Barn 


SIDNEY, OHIO, June 6.—William Kah 
of the firm of Edward E. Kah, well- 
known local jeweler, and who suddenly 
disappeared more than two weeks ago, 
was found dead in a barn near Wooster, 
Ohio. The body was found hanging in 
the barn and was identified by two 
brothers and a cousin. 

Mr. Kah disappeared last month from 
a Columbus hotel where he had gone for 
treatment. The police of many cities 
had been requested to search for the 
missing jeweler and while the hunt was 
going on Mr. Kah’s son received by mail 
his father’s ring, watch and a pen and 
pencil set. The identification of the 
jeweler was partially established by a 
Masonic lodge card found on the body. 

Deceased is survived by his widow, one 
son, a daughter, two sisters and three 
brothers. 





Edward Neumann 


Edward Neumann, described as being 
identified with the jewelry business in 
Long Prairie, Minn., was drowned re- 
cently when a boat in which he and two 
companions were fishing on Maple Lake 
capsized. Mr. Neumann’s two compan- 
ions were able to cling to the overturned 
boat and in this way saved their lives. 

One of the men, it is said, clung to the 
jeweler’s hand but when they were all 
brought to shore the latter was dead. 
The belief is expressed that when the 
boat capsized it struck the jeweler on the 
side of the head, rendering him uncon- 
scious. Deceased is survived by his wid- 
owed mother. 








Arthur W. Coggeshall for many years 
associated with the J. F. Sturdy’s Sons 
Co., Attleboro Falls, Mass., died at the 
Sturdy Memorial Hospital recently in 
his 71st year. He is survived by two 
brothers. 
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Death of William Kinscherf 





New York Jewelry Manufacturer Passes on 
After an Illness of Several Months 


William Kinscherf, head of the Wil- 
liam Kinscherf Co., manufacturing 
jeweler, 141 W. 36th St., New York, 
died on Wednesday, June 5, after an 
illness of several months. Death oc- 
curred at his home, 500 W. 110th St., 
and on Friday funeral services were 
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held in the West End Funeral Chapel. 
Burial followed in Greenwood Cemetery. 

All his life Mr. Kinscherf lived in, 
New York where he was born on May 
30, 1878. He received his early educa- 
tion in the public schools of the Met- 
ropolis and finally finished his studies at 
Stevens Prep School at Hoboken, N. J. 

As a young man he entered the jewel- 
ry business, affiliating himself with his 
father’s business which was established 
early in 1869. During his entire busi- 
ness career Mr. Kinscherf was as- 
sociated with the same house of which 
he became the head when his father 
passed away in 1922. 

Mr. Kinscherf was not a _ practical 
jeweler, but devoted all of his energies 
to selling. For many years he covered 
the trade in the South and the Far West 
and occasionally visited the Middle West. 
He was well known to jewelers in all 
these sections of the country and was 
popular among other jewelry trade 
travelers covering the same territories. 

He was a member of the Brotherhood 
of Traveling Jewelers, the Traveling 
Jewelers Association and the New York 
Athletic Club. 

Deceased is survived by his widow, 
Louise, his mother, one sister, Antoi- 
nette, and four brothers, Fred, George, 
Richard and Carl. 








Charles H. Smith, 46, well known 
Port Jervis, N. Y., jeweler; passed away 
recently, after a brief illness. Deceased 
is survived by his widow and one child. 











THE JEWELERS’ 


CIRCULAR June 13, 1929 





Manufacturers of 


IMPORTERS of DIAMONDS 








J.G@L.THARTZBERG | 
48 West 48th Street, New York i 








[MPERIOL CHINESE SADR 


™~ 
tC 


Unusual 
Single Pieces 
Exquisite 


Carvings 


Rare Pieces 





RN 
>: 


WS 


\\ 


WY 


\ 


\ 


NG W's 


\\ 


\ 


LE. 








FINE EMERALDS RUBIES AND SAPPHIRES 
STAR RUBIES AND STAR SAPPHIRES 
BLACK OPALS AQUAMARINES 


Direct importations of Imperial Chinese 
JADE from the BEST CUTTERS 


LUCIAN M. ZELL 


522 FIFTH AVENUE - - - - - NEW YORK, N. Y. 


XN 


\\ 

\\ 
\ \\\\ \ 
ate 


’ \ 
Y 
A AW 
. 


A\ 
ys 
‘SS 


~ 
sy 














June 13, 1929 


Kidnaped and Robbed 





Manager of Chicago Jewelry Concern Pushed 
from Automobile After Robbers 
Steal Jewelry 


CHIcAGO, June 10.—Two bandits to- 
day held up and kidnaped Dave Gold- 
stone, assistant manager of the Com- 
munity Jewelers, and robbed him of 
jewelry valued at about $4,000. 

The holdup occurred at 57th St. and 
Prairie Ave., where the robbers jumped 
on the running board of Mr. Goldstone’s 
car. They forced him to drive to 22nd 
St. and Karlov Ave., where they pushed 
him out of the car and drove away. 

Mr. Goldstone was on his way to In- 
diana where he was taking merchan- 
dise to several of the concern’s stores 
when the holdup occurred. 








Ingenious Thief Steals Diamond 
Ring from Newark Jewelry 
Store Window 


NewaRK, N. J., June 7.—A thief who 
worked in broad daylight secured a dia- 
mond ring valued at $585 from the street 
show window of the K. Burns & Sons 
store, 633 Broad St., this city, last 
Wednesday. 

The theft was discovered when em- 
ployes of the firm started to remove dis- 
play articles from the window at the 
end of the day. The robber pried apart 
two panes of plate glass, removing the 
angle-iron that holds the two windows 
together where they form a corner angle 
and inserted a piece of leather. De- 
tectives surmised that the opening was 
made the previous night. The next 
morning when the display was placed 
in the window, the robber, it is believed, 
inserted a hooked instrument into the 
opening and pulled out the ring. 








Former Steamship Employe, Charged 
With Smuggling Diamonds, 
Accuses Custom Agents of 
Beating Him 

James Puleo, formerly employed as a 
:smoking room steward on the Red Star 
liner Pennland who was arrested on 
:a charge of smuggling diamonds into 
“this country, claimed before Judge Knox 
in the United States District Court, New 
York, on June 7 that he was beaten by 
‘Customs House agents and will face the 
‘guards at a hearing to be held tomorrow 
(Friday). 

Assistant United States Attorney 
.Alvin McK. Sylvester told the Court 
‘that Puleo admitted his guilt from the 
first after being brought to the Federal 
‘building, not complaining of or even 
mentioning the alleged assault. Puleo 
claims that “he was so badly beaten 
‘by the agent in question that he was in 
‘pain for several days.” All the agents 
‘who questioned him will appear at the 
hearing and there is a possibility that 
‘another charge in addition to the smug- 
gling one will be lodged against Puleo 
if his allegations against the Federal 
‘agents prove untrue. 
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Man and Wife Arrested After Smash- 
ing Detroit Jewelry Store Window 


CIRCULAR 


DETROIT, MIcH., June 6.—Three min- 
utes .after they had thrown a brick 
through the window of the jewelry store 
of Harvey Ehrlich, 360 Woodward Ave., 
a man and his wife were overtaken and 
arrested by the police. 

After smashing the window, the pair 
scooped up rings, watch chains and 
vanity cases and fled. When captured 
the man is said to have had the loot in 
his possession. 

Someone heard the crashing glass and 
called the police. Near the jewelry store 
is a taxi stand where drivers sitting in 
their cars heard the breaking glass. 
Seeing the man and woman running 
they also gave chase. 

The man under arrest gave two ad- 
dresses which proved to be false, the po- 
lice say. Later he gave the right one. 


Both are now being held on a charge of © 


breaking and entering. 








Police Blotter Notes 





Thieves recently smashed the window 
of the P. H. Turtle store, Orlando, Fla., 
and escaped with two trays of small 
diamonds valued at $500. 

A prospective customer who recently 
left a $1 deposit on a cheap ring and 
charm, stole a $200 diamond ring from 
a tray in the store of Frank L. Miller, 
Wilmington, Ohio. 

The F. S. Tresise jewelry store, 
Fourth Ave., Tarentum, Pa., was re- 
cently robbed for the second time this 
year, the thieves stealing several items 
from the main display window. 

A thief who recently broke a plate 
glass display window with a paving 
brick escaped with 30 rings valued at 
$400 from the store of the Jack Burns 
Jewelry Co., 311 Collinsville Ave., East 
St. Louis, Ill. 

Two men who entered the jewelry 
store of J. B. Avery, Amherst, Ohio, 
through a rear window were caught by 
a neighboring merchant who saw the 
pair enter and surprised them with a 
shotgun as they attempted to leave. 

The store of Risse & Greer, Turtle 
Creek, Pa., was robbed recently of mer- 
chandise reported as worth $800. 
Thieves gained access to the store by 
forcing a rear window. County detec- 
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tives are investigating with a hope of 
ascertaining who committed the robbery. 

Worcester, Mass., police. are holding 
for the Juvenile Court a 16-year-old boy 
who, it is alleged, entered the jewelry 
store of Ralph Bogage, 630 Main St. 
The youth is charged with breaking and 
entering with intent to commit larceny, 
and carrying a revolver. An older youth 
is also being held by the police in con- 
nection with the same break. 

Loot valued at $350 was recently 
stolen by a burglar who smashed a win- 
dow of the Moskovitz jewelry store, 280 
S. Main St., Akron, Ohio, scooped up 
the display and fled. The robbery was 
discovered when a patrolman noticed the 
broken window and notified Marcus Mos- 
kovitz, proprietor of the store. The loot 
included six wedding rings, wrist 
watches, vanities and necklaces, Mosko- 
vitz says. 








Swindler Sent to Prison 





Man Who Defrauded New York Diamond 
Concern Must Serve Term in Sing Sing 


Lamont Oppenheimer, who recently 
pleaded guilty to defrauding the S. L. 
& W. Diamond Co., 78 Bowery, New 
York, was sentenced last Tuesday by 
Judge Donnellan in the Court of General 
Sessions to serve from 18 months. to 
three years in Sing Sing. The man who 
is 28 years old, and claims to be a resi- 
dent of Astoria, L. I., is said to be wanted 
by police in several cities where he is 
accused of passing worthless checks. 

On Sept. 21 last, Oppenheimer, ac- 
companied by a real estate agent with 
whom he had struck up an acquaintance 
through pretending to hire a large 
suite of rooms in an apartment house 
for “my bride-to-be and me,” called at 
the S. L. & W. Diamond Co.’s office and, 
selecting an $850 ring for his “fiancée,” 
gave a check in payment. He returned 
the ring the next day, however, saying 
it had not met with the approval of the 
young woman, and explaining that he 
hac stopped his check. 

A few days later Oppenheimer drew 
up in a Rolls-Royce driven by a liveried 
chauffeur, and, without any collateral, 
obtained a diamond ring and bracelet 
worth $1,600 “on approval.” He did not 
return to make payment and later it 
was learned that he had sold the ring 
for $650. 
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Representatives of the Allies 
and Germany signed the final 
Reparations Settlement. 


The last bone of contention 
left over from the World 
War has now been ad- 
and 
Europe is free to devote all 
its attention to peaceful 
development. 
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Jewelers Sentenced 





Two Members of New York Firm Receive 
One to Five Years on Larceny Charge 


A sentence of from one to five years 
in Sing Sing was given last Tuesday to 
Max Hoffman and Jack Edlin, formerly 
manufacturing jewelers at 41 John St., 
New York city, by Judge Nott in Court 
of General Sessions. Pending an ap- 
peal, motion for which was made by the 
defendants’ counsel, the court fixed bail 
at $15,000 for Edlin and $25,000 for 
Hoffman. The pair were convicted a 
little more than a week ago on a charge 
of failing to return a diamond bracelet 
worth $4,200 which they obtained on 
memorandum. 

Richard C. Murphy, counsel for the 
Jewelers Security Alliance, in speaking 
to a JEWELERS’ CIRCULAR reporter stated 
that the verdict was one of the most 
important and far reaching secured for 
the trade in some time. He declared it 
would discourage dishonest buyers of 
memorandum goods and thus save the 
trade many losses through similar 
methods. 

Praise was given to Detective Thomas 
Dowling and others who made the con- 
viction possible. As told in previous 
issues of THE JEWELERS’ CIRCULAR the 
detectives of the Old Slip Station, be- 
came suspicious after Hoffman and Edlin 
reported a robbery on Nov. 21 last. 
They arrested the pair, and after an 
investigation indictments were found. 
At their trial the defendants testified 
that they had been subjected to “third 
degree” methods by the police. The jury 
however returned a verdict of guilty. 








Woman Admits Robbery 





Prisoner Taken by Detroit Police Confesses 
to Hiring Men to Smash Jewelry 
Store Window 


DetroIT, MIcH., June 7.—-A woman 
taken into custody with her husband 
early last Wednesday morning, confessed, 
according to the police, that she was im- 
plicated in the theft of $1,000 worth of 
jewelry from the store of the Harry Ehr- 
lich Jewelry Co., 3603 Woodward Ave. 
The couple were arrested shortly after 
the window of the jewelry store was 
smashed and rifled. A third man was 
arrested later at the apartment of the 
couple and the three are now being held 
on charges of breaking and entering. 

Harry Ehrlich, the proprietor of the 
store, identified jewelry ‘found on the 
couple as a part of that which had been 
taken from his window. One of the 
thieves is believed to have escaped with 
most of the valuables. 

When she was first questioned the 
woman denied any knowledge of the 
theft. Later Detective Sergt. James 
Mitchell and Detective Michael Schoen- 
holz, of the detective bureau, recognized 
her as a woman whom they had ques- 
tioned in connection with the theft of 
seven watches from the Wright Kay & 
Co. jewelry store March 10. 
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At the time of her arrest Wednesday, 
the woman was wearing an expensive 
wrist watch. The detectives examined it 
and said it was one of the watches taken 
in the Wright Kay & Co. theft. She then 
confessed that she was involved in 
Wednesday’s theft, the police say. She 
denied that her husband had any part in 
it, but said that she had hired two men 
to smash the window and remove the jew- 
elry, according to the police. She said 
she did not know the men’s names. 

Oliver Davis, 21, arrested on a charge 
of participating in the Wright Kay & Co. 
theft, was sentenced April 8 to serve five 
year in the Michigan State Prison by 
Judge Charles Bowles of the Recorder’s 
Court. All but one of the watches were 
recovered at that time. 

The woman denied Wednesday that 
the watch taken from her was stolen. She 
said it was an heirloom. 








Jury Disagrees 





Trial of Giuseppe D’Elia, New York Jeweler 
Charged with Conspiracy to Conceal 
Assets in Bankruptcy Ends When 
Jury Fails to Reach Verdict 


The trial of Giuseppe D’Elia one of 
the 19 New York jewelers indicted last 
February by a Federal Grand Jury on 
charges of conspiracy to conceal assets 
in bankruptcy ended in a disagreement 


last Monday night in the United States. 


District Court. It is possible that the 
defendant will again be placed on trial 
within a week. 

D’Elia was placed on trial on June 4 
before Judge Francis G. Caffey and a 
jury, who for nearly a week listened to 
testimony. This defendant was indicted 
together with Harry Aster, Ralph Beck, 
Abe Krantz and Harry Hyman on a 
charge of conspiracy to conceal the assets 
of the bankrupt Happy Jewelry Co. 

Aster and Beck are both fugitives 
from justice so only three of the de- 
fendants were brought to. trial. At the 
commencement of the trial, Hyman and 
Krantz pleaded guilty, leaving only 
D’Elia to face the jury. 

D’Elia was defended by an eminent 
criminal lawyer George Z. Medalie, as- 
sisted by former Assistant United States 
District Attorney Abraham I. Menin. 
The Government was represented by 
Herman Foster, who had been designated 
by District Attorney Tuttle as special 
prosecutor to prosecute the series of in- 
dictments that were filed last winter, 
growing out of the alleged bankruptcy 
frauds in the jewelry trade. Mr. Foster 
was assisted during the trial by Edward 
S. Greenbaum and Newman Levy of 
Greenbaum, Wolff & Ernst and Louis P. 
Galenson, accountant for the National 
Jewelers Board of Trade. 

The principal witness for the Govern- 
ment was Harry Hyman who testified 
that D’Elia, who was one of the largest 
creditors, sent Krantz to examine the 
books of the Happy Jewelry Co. and 
after ascertaining the situation, sug- 
gested to Hyman that he should go into 
bankruptcy. He also testified that, on 
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July 4, Hyman, together with D’Elia and 
a representative of one of the creditors 
and Harry Aster, went to the office of 
the Happy Jewelry Co. and removed 
some of the merchandise there. Hyman 
testified that a few days later the mer- 
chandise was divided among several of 
the creditors, namely D’Elia, Schuster- 
man, Aster and Beck. In addition to 
this merchandise which the Government 
claimed was in excess of the Happy 
Jewelry Co.’s indebtedness to D?’Elia, 
according to Hyman, D’Elia also re- 
ceived $10,000 in customers’ notes and 
the assignment of accounts receivable. 
Subsequently, the witness claimed D’Elia 
received other merchandise from Hyman. 

The case was submitted to the jury 
last Monday. The jury went out at 
3 o’clock in the afternoon and at 10 
o’clock at night reported to Judge 
Caffey that they were unable to agree— 
whereupon the judge discharged them. 

After the disagreement Mr. Foster - 
stated that he intended to bring the 
case to trial again within the next week. 








Final Session of N. W. J. A. 


(Continued from page 75) 








something besides price in buying. 

Efforts by independents to meet 
chains on their own ground by 
means of simplification of lines, 
skillful merchandising, well train- 
ed personnel, etc.—in short, imita- 
tion of chain methods. 

Exploitation of the “patronize 
home industry” appeal. 


Inasmuch as legislation against chains 
has been uniformly successful to date 
and that most of what were believed ef- 
fective attacks (in the way of taxes upon 
the organization; restriction of the num- 
ber of units operating within a State or 
establishing a license plan) had been set 
aside by the courts, legislation was not 
recommended. Professor Palmer, how- 
ever, was able to show that effective 
work had been done by independents in 
efforts to meet chain stores on their own 
ground, in the way of skillful merchan- 
dising and imitation of the chain store 
methods of distribution. He also showed 
that the “patronize home industry” ap- 
peal had proved very effective when ac- 
companied by progressive methods on 
the part of the independents. 

The speaker said he did not believe 
that the independent merchant is doomed 
in the present day competition but he 
was convinced that the isolated, self- 
sufficient, indifferent and incompetent 
dealer who will not study his own busi- 
ness nor observe and profit from the ex- 
periences of others, cannot in the long 
run survive. 
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George H. Dyson of the Porter & 
Dyson Co., Inc., New Britain, Conn., was 
recently elected to the presidency of the 
New Britain Rotary Club. Mr. Dyson 
is a charter member and one of the 
founders of the organization which he 
now heads. 
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A Day of Golf 





Members and Guests of New York Jewelers 
Golf Club Open Season with Tourna- 
ment at Mamaroneck, N. Y. 


Ideal weather and an excellent course 
contributed largely to the success of the 
annual spring tournament of the New 
York Jewelers Golf Club held last Mon- 
day on the links of the Wingfoot Golf 
Club in Mamaroneck, Westchester 
County, N. Y. About 80 members and 
guests turned out for the play which 
included 36 holes, and in the evening 
enjoyed the club’s annual dinner and en- 
tertainment. 

Playing started shortly after 9 a. m. 
and continued until the first 18 holes 
were covered. After lunch was served 
in the clubhouse the golfers returned to 
the links where they “teed off” for the 
afternoon play. It was after 5 o’clock, 
however, before the last card was turned 
in and the scores checked. 

In the evening the winners were an- 
nounced and the prizes distributed at 
the dinner presided over by President 
Ray Yard. After the dinner was served 
the members enjoyed an excellent pro- 
gram of entertainment. During the eve- 
ning Harry V. Clark, the “perennial” 


secretary-treasurer of the club was pre-. 


sented with an eight-day clock as a 
mark of appreciation for his excellent 
work on behalf of the organization. The 
next tournament of the club will be held 
sometime next August, the exact time 
and place to be announced later. 
The prize winners at the tournament 
last Monday are as follows: 
Low net, 36 holes, all classes, 
D. P. Brokaw. 
Low gross, 36 holes, all classes, 
H. M. Coxe. 
Low net, 18 holes, morning, E. 
Muhlfeld. 
Low net, 18 holes, 
George F. Johnston. 
Low gross, 18 holes, merning, 
W. Scheer. 
Low gross, 18 holes, afternoon, 
A. Morell. 
Low net, 36 holes, Class B, A. 
E. Taylor. 
Low net, 18 holes, morning, D. 
Price. 
Low net, 18 holes, afternoon, J. 
R. Bares. 
Low gross, 36 holes, C. A. Mil- 
ler. 
Low gross, 18 holes, morning, 
F. S. Demarest. 
Low gross, 18 holes, afternoon, 
Lester Russell. 
Guest prizes for the best three 
36 holes, Harold J. Henry, B. J. 
Banks and W. C. Shuttleworth. 
Low net, 36 holes, William 
Downs. 
Low net, 18 holes, morning, W. 
Donaldson. 
Low net, 18 holes, afternoon, 
Carl Schmidt. 
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Jewelry Crafts Association Will Hold 
Last Dinner Meeting of Season 
June 19 


The Jewelry Crafts Association of 
New York city will hold its last lunch- 
eon meeting of the season on Wednesday, 
June 19, at 12.30 p. m., in the Historic 
Room of the Blue Ribbon Restaurant, 
145 W. 44th St., New York. 

T. Edgar Willson, editor of THE 
JEWELERS’ CIRCULAR, who represented the 
Jewelry Crafts Association and others 
at the recent Trade Practice Conference 
in Chicago, will give a brief report of 
the proceedings. Following his address 
B. L. Shinn, secretary of the National 
Jewelers’ Board of Trade, will conduct 
a general forum discussion of the res- 
olutions drawn at Chicago. 

The fact that the Trade Practice 
Conference procedure of the Federal 
Trade Commission provides an expedi- 
tious and economical means of eliminat- 
ing unfair methods of competition which 
the industry recognizes as bad and that 
rules so adopted and approved by the 
Commission can be legally enforced has 
aroused considerable interest among the 
members, and a large attendance is 
anticipated. Reservations can be made 
as usual by writing to the association’s 
offices at 48 W. 48th St. 








H. M. Hodges, Marshalltown, Iowa, 
Files Voluntary Petition in 
Bankruptcy 


MARSHALLTOWN, IowA, June 10.—W. 
M. Hodges, local jeweler, has filed a 
voluntary petition in bankruptcy in the 
Federal Court in Des Moines, scheduling 
liabilities of $11,780 with assets of 
$17,524. 

Unsecured claims, chiefly for merchan- 
dise total $5,180 and secured claims 
$6,000. The assets scheduled include a 
15-acre tract in Timber Creek township, 
valued at $6,000, upon which there are 
$5,600 first and second mortgages. 








Paris Craze for Jade Rates 


Inkwell With Gems 


VEN Paris, accustomed as it is to 

the vagaries of fashion, is surprised 
to find the window of a jeweler’s shop 
on the smart Rue de la Paix, bereft of 
its diamonds, to make room for a dis- 
play of inkwells. 

Yet Paris jewelers insist that there 
is nothing out of place in this arrange- 
ment. Modern inkwells are just as much 
a part of the plan of beautiful decora- 
tion as any piece of jewelry, so they say. 
Further than that, they claim that the 
fashionable women who come to them 
for diamond necklaces and bracelets, re- 
quire equally beautiful pieces for their 
writing tables—hence the luxurious ink- 
wells, says a writer for the National 
Jewelers’ Publicity Association. 

One of these inkwells on display has 
caused comment among the visitors in 


one of the smartest streets in Paris. . 


Placed upon a small dais, and backed 
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by heavy velvet curtains, it assumes as 
important position as the emerald brooch 
that takes up its neighboring window. 

Gold, onyx and semi-precious metals 
were used for the entire piece. The bowl 
of the well itself is in carved Chinese 
jade, the small pen stands of onyx, and 
the base of slabs of aventurine and 
quartz. 








Sicilian Enamel, Beads and 
Amber 


T was in the southeast corner of 

Europe that enamel first appeared; 
perhaps incrustation, usually the laying 
down closely on metal of thin slices of 
precious stones being its forerunner. As 
enamel on jewelry was invented for the 
purpose of introducing color, it is not to 
be wondered at that the Sicilian peasant 
jewelry and other examples of gold- 
smiths’ work in the Island show a large 
amount of this beautiful embellishment. 

On searching for enamels in Sicily, it 
sometimes happens that one will find an 
example of translucent enamel laid 
down upon metal previously chased and 
modeled in low relief which shows 
through, and the effect is very beauti- 
ful. 

Early examples of the beads of Sicily, 
some of which are very large, furnish 
an interesting subject for study. Some 
have a ground of blue with yellow and 
green ornament, or of black glass with 
yellow disks. Some are cylinder-shaped, 
others of malachite coloring; a half-inch 
cylinder-shaped bead is of onyx. There 
are large round examples in glass, with 
indentations like a melon, and pendant 
beads in the shape of animals’ heads. 

The beads, as part of the Sicilian na- 
tional dress, are very varied; of hollow 
gold, sometimes granulated in the Greek 
manner, of filigree gold and silver, worn 
either threaded in graduated sizes round 
the neck, or separated with small coral 
or cornelian beads. Necklaces of coral, 
amber, and cornelian beads are worn by 
peasants on feast days, and the effect is 
very gay with the brightly colored ker- 
chief and skirt. 

The recently awakened taste for am- 
ber makes the collection of the cut beads 
a fascinating one. Sicily is a good place 
for the amber enthusiast, for this 
strange product is constantly thrown 
upon her southern shores. A good string 
of clear brown cut beads may be ac- 
quired for a moderate sum by getting a 
few from time to time. 

Connoisseurs are interested in the 
gray-blue shaded example, whose techni- 
cal name is “green” amber, which are 
found near Taormina and other dis- 
tricts. ‘The shade seems to dim the 
beauty of the wine, clear brown and 
gold, but as it is a rarity, amber lovers 
will be interested to learn of these un- 
usual examples. 

The women of Randazzo wear short 
white woolen cloaks, sometimes over 
their heads, sometimes round their 
shoulders, and splendid strings of hollow 
gold beads with very long earrings. 

—L. C. B. 
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PACIFIC COAST 
REPRESENTATIVE 


Sam Kierski 
704 Market St. 
San Francisco, Cal. 
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- The PYRAMID 


This new wedding ring is sweeping into the wid- 
est popularity. It is an innovaton—with real 
merit—and is truly a sales builder. It is a more 
handsome ring, with a more permanent setting 


that displays the stones to greater advantage. 


The upper shank, with an extra thickness of 
metal, is arranged in a pyramid of steps to re- 
ceive 3, 5. 7 or 9 diamonds. Seamless in con- 
struction, the PYRAMID is the very acme of de- 
sign and craftsmanship—a ring you will enjoy 


offering to the trade. 


To the Wholesale Trade Only 


PILGRIM WEDDING RING COMPANY 
-+- N€W YORK, NY. 
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New York Notes 





W. D. MacKenzie of Henry Birks & 
Sons, Inc., Winnipeg, Can., who has been 
in the city for over 10 days, returned 
home several days ago. 

The Timeology Hikers meet Saturday 
at 2.30 p. m., at the foot of the Pelham 
Bay-Lexington Ave. subway station and 
hike along Split Rock Road. 

Milton Fuller, vice-president of Green- 
leaf & Crosby, Jacksonville, Fla., left 
from New York last Saturday evening 
for a short European trip. 


Reginald Reichman, of Reichman Bros., 
diamond importers, 20 W. 47th St., is re- 
turning to this country on the France, 
having been abroad on a purchasing trip 
in the interests of his firm. Mr. Reich- 
man is accompanied by his wife. 

I. Lachman, of the I. Lachman & Sons 
Co., wholesale jeweler, 1404 Second Ave., 
Seattle, Wash., is visiting this city and 
is making his headquarters at the Prince 
George Hotel. Mr. Lachman is on a trip 
which has thus far included a number 
of southern and eastern cities. 

It was learned a few days ago that 
Mrs. S. W. Bramley, wife of a member 
of the jewelry firm of Bramley & Co., 
White Plains, N. Y., had died on June 3 
in Canton, Ohio, after a long illness. 
The funeral services were held at Can- 
ton last Thursday. The deceased leaves 
a husband and four daughters. 

It was announced last Friday that 
E. S. Feinstein & Co., 9 Maiden Lane, 
have purchased the stock of Franklin & 
Sperling from the concern’s liquidation 
committee. Franklin & Sperling were 
formerly located at 15 W. 47th St. The 
Feinstein concern acquired all of the as- 
sets with the exception of the stock of 
stones. 

A deed of trust was executed on May 
20 to Louis Horowitz, trustee, by A. S. 
Borg, Inc., retail jewelers, 298 Fifth 
Ave. The firm has assets of over $1,000 
and liabilities about $7,500. An offer of 


settlement was made creditors previ-: 


ously, but the concern was unable to 
comply with the terms. Goldman & 
Frier, 15 Maiden Lane, are acting as at- 
torneys for-the trustee. 

Jacques Kreisler & Co., manufacturers 
of watch cases and chains, 36 W. 47th 
St., have enlarged their production de- 
partment to embrace the entire 13th 


floor of the building. The offices of the 
firm have been moved from the 13th to 
the 12th floor. The firm also announced 
that on June 1 Herbert A. Schultze 
joined the firm as mid-western repre- 
sentative, and will leave shortly to visit 
his territory. 


E. B. Prouse of Rowland & Campbell, 
wholesale jewelers, Winnipeg, Canada, 
was the guest of honor, on the fishing 
expedition held Tuesday, June 4, by the 
Maiden Lane Fishing Club. Mr. Prouse 
is here on a buying trip. A. E. Turner, 
also a wholesale jeweler of Toronto, 
Canada, was here last week buying mer- 
chandise. Another visiting wholesaler 
here on a buying trip last week, was 
Thomas Marshall, also of Toronto. 
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A thief who presented a money order 
for payment swindled a local midtown 
jeweler of a $10 watch and $38 in cash 
last week, the money order proving 
worthless since it was made on a stolen 
blank. The swindler, a short, dark- 
complexioned, nattily-dressed man, made 
himself known at the store by making 
inquiries about repairs and then selected 
a watch, presenting the money order 
and identifying himself with letters and 
other articles on his person. 


In an effort to save his companion from 
a possible life sentence under the Baumes 
Laws, Louis Glassman told Magistrate 
Bushel in the Tombs Court last Thurs- 
day that he owns the gun found on 
Harry Ross when the men were arrested 
about 10 days ago while standing in 
front of a jewelry store on Canal St. 
Both men are being held on charges of 
violating the Sullivan Act to await the 
action of the grand jury. The records 
show that if Ross is convicted on this 
charge he will be classed as a fourth of- 
fender and subject to life imprisonment. 


The Gem Club of New York held a 
golf tournament on June 4 at the Hack- 
ensack Golf Club, Oradell, N. J. Low 
gross prize was won by John W. Wirth, 
with F. Eugene Simonson runner-up. 
Dinner was ‘served in the grill room of 
the club, along with the alibis of the 
other divot diggers. The regular monthly 
meeting will be held tonight (Thursday) 
in the New York Fraternity Club’s 
building. After dinner the committee has 
arranged for a card party. At this meet- 
ing the Outing Committee will give its 
final report, as to date, place and ar- 
rangements, and it is hoped all the mem- 
bers will attend. 

More than 300 Elks and their guests 
attended the testimonial dinner and 
dance given in honor of Maurice Y. 
Nathan, Graf Zeppelin passenger, at the 
clubhouse of the Brooklyn Elks last Sun- 
day evening. After he told of his ex- 
periences aboard the giant dirigible, Mr. 
Nathan was presented with a large 
humidor by Judge Edward A. Wynne in 
behalf of the lodge. Mayor Walker, 
who was scheduled to appear, sent a 
telegram of regret, and Mr. Nathan 
mentioned the gift of a hand-carved 
crystal ash tray and a letter from Mayor 
Schmidt of Idar, Germany, which he 
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Over One a | Years the Jewelers’ Bank 


A Bank’s Best Friend 
Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 
account here and are among our best friends today. 


oooeeeoe 
We Welcome New Business 


Main Office—149 Broadway 
Branchee—Battery to the Bronx 
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Capital, Surplus and 
Undivided Profits over 
baer Atl Resources Over a Quarter of a Billion Dollars 















LUGGAGE 


for the 


JEWELRY 
TRADE 





THE TWO STACK CASE 
Russet leather—6” deep inside 


A Complete Line Always in Stock 


Our special order department is equipped to manufac- 
ture all kinds of Luggage in a minimum of time. 





Regulation Telescope Sample Cases in stock; 5: 
inches to 15 inches deep inside. Drop front. Black 
Cowhide and Black Fibre in stock. 


CROUCH & FITZGERALD 














Do you buy, sell or use gems and gem materials? 


Here is a new reliable guide packed with up-to-the-minute informa- 
tion about gems, gem materials, imitation stones, treated stones, 
synthetic stones, etc. 


Kraus and Holden’s 
Gems and Gem Materials 


Describes practically every important gem and gem material, 
classifies the materials according to various properties, includes 
tables of comparative gem material characteristics and gives the 
latest available information on manufactured stones. 


222 pages, 6x 9, 256 illustrations, $3.00 


Six features of this new gem book 
1. Valuable statistics on pro- imitations, bakelite, etc. 


duction and occurrence. 
4. Numerous tables of gems ar- 


ranged according to various 
properties. 


5. Map showing world occur- 
rence of gem minerals. 


2. Full discussion of cutting and 
polishing of gems. 

3. Full: treatment of manufac- 
tured stones, including de- 
tailed discussions of artificial 6. Summary Table for ready 
rubies and sapphires, glass reference. 


Order your copy to-day from 


Jewelers Publishing Corporation, 239 W. 39th St., N. Y- 
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a - Banking Service for the Jewelry Trade 


| WE offer to jewelers the special facilities developed through 


years of intimate association with their business, together with 
all the financial and service resources of a great banking institution. 


MARKET AND FULTON OFFICE 


IRVING Trust COMPANY 
81 Fulton Street, New York 
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will present to the city’s chief executive. 
Mr. Nathan is a member of the firm of 
S. Nathan & Co., 71 Nassau St. 

G. J. Knapp announced several days 
ago that he has severed his connections 
with the Elem Watch Co., 15 Park Row. 

Albert Anusewitz, doing business as 
Albert’s, jewelers, 399 Fulton St., 
Brooklyn, has renewed his store lease 
for an 1ll-year period. 

H. Maxenchs & Co., manufacturing 
jewelers, have removed their factory 
and offices to the 15th floor of 36 W. 
47th St. 

Nesin Bros., wholesale dealers in dia- 
monds, watches and jewelry, have moved 
from 90 Chrystie St. to new and larger 
quarters at 141. Hester St. 

Samuel F. Lustig, trading under the 
name of the Fulton Stamping Co., for- 
merly at 284 Pearl St., is now located 
at 32 Fulton St. 

C. Ironson, manufacturing jeweler, 
151 Canal St., will move on or about 
June 15 to the new building at 68 
Bowery. 

D. Dolgin & Sons, Inc., wholesale 
jewelers, 29 Eldridge St., are moving 


on Aug. 1 to new quarters at 125 
Canal St. 
The W. E. Richards Co., manufac- 


turer of jewelry, Attleboro, Mass., for 
28 years at 15 Maiden Lane, has leased 
space on the 16th floor at 307 Fifth Ave. 

Manufacture Des Montres, Niton, S. 
A.,-creators of baguette watches have 
opened their new offices and showrooms 
at 607 Fifth Ave., where I. Lock is in 
charge. 

Lawrence Goldsmith of Goldsmith, 
Stern & Co., manufacturing jewelers, 
136-146 W. 52nd St., returns on the 
Aquitania on Friday from a short Eu- 
ropean trip. 

George Bittner, formerly with Jacques 
Kreisler & Co., is now associated with 
Ansen & Co., Inc., cutters and importers 
of fancy-shaped diamonds, 527 Fifth 
Ave. 

The members of the Maiden Lane 
Fishing Club enjoyed their weekly ex- 
pedition to Sandy Hook on the Natant 
last Tuesday and report an unusual 
catch of sea bass. 

The sympathy of friends in the trade 
is being extended to Miss Reba Abbey of 
the Abbey-Waas Co., 49 Maiden Lane, 
over the loss of her mother, who passed 
away on June 8. Interment was at 
Washington Cemetery. 

Charters of incorporation were 
granted recently to the following con- 
cerns in the trade: Frank S. Pratt, 200 
shares common stock, and James E. 
Freel, $25,000 preferred and 250 shares 
common stock. 

The Executive Board of Retail Jewel- 
ers Associations of New York held a 
meeting last Friday evening at the 
Hotel Astor. Those who attended heard 
several interesting reports from dele- 
gates who ‘recently attended the New 
York State Retail Jewelers Association 
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convention. No other meetings of the 
organization will be held until next Sep- 
tember. 

The firm of I. Hochberger & Sons, im- 
porters and cutters of diamonds, 2 W. 
46th St., has been liquidated after being 
in business for 33 years. This enterprise 
was established in 1896 by I. Hochberger 
who in 1913 admitted his sons to the 
firm. 

The Loupe and Tweezer Club will 
hold a meeting Monday evening at the 
Hotel Wentworth. At the last session 
two weeks ago several new members 
were added and plans for the appoint- 
ment of an advisory committee were dis- 
cussed. 

Two men who are accused of selling 
the “Russian crown jewels” to at least 
25 gullible persons are now in the cus- 
tody of the Brooklyn police awaiting 
identification by their victims. These 
“jewels” which it later developed were 
glass were sold in sections of New York 
and Brooklyn inhabited largely by Rus- 
sians. 

The wedding of Miss Hannah Len- 
kowsky, daughter of Mr. and Mrs. Sam- 
uel Lenkowsky of 90 Riverside Drive, to 
Harry Rubin took place Sunday, June 9, 
at the Jewish Center, 131 W. 86th St. 
Mr. and Mrs. Rubin left immediately 
after the ceremony for an extended wed- 
ding trip which will include a visit to 
the Pacific Coast. The bride is the 
daughter of the head of Samuel Len- 
kowsky & Sons, importers of diamonds, 
10 W. 47th St. 

The last meeting before the summer 
vacation season starts will be held to- 
night (Thursday) by the Brooklyn Re- 
tail Jewelers Association. Before the 
business session starts, dinner will be 
served in Joe’s Restaurant, Nevins St. 
and Flatbush Ave. Those who attend 
will hear reports from the various dele- 
gates who were present at the recent 
convention of the New York State Re- 
tail Jewelers’ Association. President 
Phineas Peters will preside and the 
the meeting will start at 9.30 p. m. 

Claude Robbins of the C. R. Robbins 
Co., Harrisburg, Pa., is in this city on 
a buying trip. Clifford Poage of Colum- 
bus, Ohio, is another out-of-town buyer 
here making purchases for his concern. 
Leo Treyz, of. Binghamton, N. Y., ar- 
rived in this city yesterday (Wednes- 
day) and remained for a few days mak- 
ing fall purchases. Garner Sly, repre- 
senting the E. H. Pudrith Co., Detroit, 
Mich., has been here for a week but is ex- 
pected to return to Detroit in a few days. 

A Grand Jury indicted last week Ed- 
ward and Ecco Gwynne, impersonators 
of wealthy Chicagoans who obtained 
jewelry and other merchandise through 
fraudulent checks. As told in THE 
JEWELERS’ CIRCULAR in previous issues 
the pair victimized Fifth Ave. mer- 
chants of over $25,000, in amounts rang- 
ing from $100 to $1,000. The record 
of Edward Gwynne contains 19 previous 
convictions and it is expected that he 
will receive a life sentence. His wife 
is a first offender. No trial date has 
been set as yet. The Jewelry Crafts 
Association has offered the assistance of 
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its organization and counsel to the police 
department and also requests that all 
jewelers visited by the swindling pair 
help in the trial by appearing against 
the offenders. 

Probably one of the most unique auc- 
tions ever conducted in the jewelry 
trade is now in progress in Montreal, 
Can. The auctioneers are James L. 
Hand and his associate, Charles J. Wil- 
bur of 14 Maiden Lane, this city. The 
store is that of Scott & Bousquet, 921 St. 
Catherine St., E., in the heart of the 
French section of Montreal. This store 
was established 48 years ago and is one 
of the landmarks of the city. As the 
patrons of the sale speak no language 
but French, the auctioneers have beside 
them on the platform, a _ prominent 
French jewelry specialist, M. Griffeau, 
who translates their descriptions from 
English into French. The bids are made 
in French and are announced by the auc- 
tioneers in English. Reports from Mon- 
treal indicate that the sale is a great 
success and is attracting attention. 
Messrs. Hand and Wilbur recently con- 
ducted a sale in Havana, Cuba, where 
the population is largely Spanish and 
used the same methods. 








Notes from Here and There 





The jewelry store of Ray W. Craw- 
ford, Helena, Mont., recently was dam- 
aged to the extent of $10,000 by fire. 

Dr. W R. Droke, optometrist and 
jeweler, has taken over the store of A. 
H. Lisenby at Florence, Ala. 

Frank H. Schinke, located in Dayton, 
Ohio, for the past 18 years, has changed 
his ‘location from 219 N. Main St. to 
137 S. Main St. 

The watch, clock and jewelry repair 
business of Leland O. Tabbert, Ripon, 
Wis., has been purchased by C. L. 
Radke. 

J. Harry Prinz and Harry F. Estelle 
opened a new retail jewelry establish- 
ment on June 10 at 40 W. 2nd St., Day- 
ton, Ohio. 

An interesting program has_ been 
arranged for the annual convention of 
the Florida Retail Jewelers Association 
to be held in Ocala, on June 19 and 20. 

Francis E. Starnes, Albemarle, N. C., 
jeweler, recently purchased the interest 
of Charles Parker in the Starnes and 
Parker Jewelry Co., of Salisbury, N. C., 
and now conducts both stores. 

The Mollin building on Washington 
St., Mendota, IIl., has been remodeled 
preparatory to the opening of a new 
jewelry store by E. E. Wycoff of Wood- 
stock. 

Frank J. Wiliams, 52, retail jeweler 
of Adams, N. Y., died at his home on 
June 9. Deceased is survived by his 
widow, two daughters, a brother and a 
sister. 

Walter Von Korff, in the jewelry busi- 
ness at Davenport, Iowa, since 1905 and 
prior to that connected with the old M. 
E. Nabstedt Co. several years, will oc- 
cupy the building at 212 W. 3rd St. after 
July 1. 








Newark | 





The Wiss store at 665 Broad St. is 
celebrating its 81st birthday this month. 
H. V. Paul, sales manager of the store, 
celebrated this week his second year in 
this position. 

A new store of modernistic design 
was opened recently by Tappin’s, Inc., 
at 783 Broad St. The cutting of a rib- 
bon strung across the front of the build- 
ing by City Commissioner of Public 
Safety Brennan marked the official open- 
ing of the establishment. 

The Matthews Corporation is author- 
ized to deal in silverware in Newark, ac- 
cording to papers of incorporation filed 
last week in Trenton. Those mentioned 
as incorporators are: Charles W. Eleder, 
South Orange; Frank W. Eleder, Eliza- 
beth, and Viola M. Tucker, Plainfield. 

Conrad J. Brotherly of Newark, past 
president of the A. N. R. J. A., is now 
in Germany. It is Mr. Brotherly’s in- 
tention to return home in time to attend 
the convention of the New Jersey Retail 
Jewelers Association’ at Atlantic City. 
He has been on the continent since early 
in April. 

George Tucker, at one time connected 
with the Richardson Jewelry Co., New- 
ark, died last week at his home, 44 Chest- 
nut St., East Orange... Funeral services 
were conducted Sunday evening at his 
late home. At the time of his death 
Mr. Tucker was associated with Elec- 
trons, Inc. He is survived by his widow, 
a daughter and his mother. 

Louis Mohring, a watch maker and 
jeweler of Bayonne, N. J., died Friday 
last after a serious illness, at his home, 
37 W. 35th St. Funeral services took 
place at the late home at 8.30 o’clock last 
Sunday evening. Interment was in 
Hackensack Cemetery. Mr. Mohring is 
survived by his widow and a daughter, 
Mrs. Shaw of Park Ridge, N. J. 


Philadelphia 


Benjamin Gersh, widely known in the 
trade here and city salesman for H. O. 
Hurlbert & Sons, is to wed Miss Augusta 
Fine. The couple will spend their 
honeymoon, an all summer stay, at 
Atlantic City. 

A wedding of interest to social circles 
in this city and Providence, as well as 
in the jewelry trade, will be that of 
Miss Mildred Elizabeth Eisenhower, 
daughter of William R. Eisenhower, 
president of J. E. Caldwell & Co., to 
Edward Ewan Connor of Providence, 
R. I. The ceremony will take place on 
June 19 on the lawn of Mr. Eisenhower’s 
beautiful estate, “Sunny Hiii,” near this 
city, and will be one of the social events 
of the June bridal season. 

One of the finest pieces of silver work 
ever shown in this city has been com- 
pleted. by craftsmen for J. E. Caldwell 
& Co. in a trophy donated by George C. 
Molloy to the City of Toronto, Canada, 
for the senior eight-oared shell boat 
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race in that city. It is a bronze figure 
of Hermes or Mercury, as the Romans 
called the ancient god of speed, standing 
on a marble pedestal with a beautiful 
ebony base on which are superimposed 
eight silver oars and silver name plates 
for the winner. 

The city’s downtown retail section, 
east of Broad St., is losing another long 
established retail jewelry store, Ira D. 
Garman having leased new quarters in 
the Burlington Arcade, on Chestnut St. 
between Broad and 15th Sts. Mr. 
Garman, one of the city’s best known 
retailers, has occupied his store at 101 
S. 11th St. for fully 30 years but a 
change of ownership of the building 
resulted in the doubling of his rent, one 
of the compelling reasons for his change 
of quarters. The new location, while 
somewhat smaller than his present one, 
will lend itself to the new policy adopted 
by Mr. Garman, that of handling only 
diamonds, watches and fine jewelry and 
will permit him to do away with prac- 
tically all floor showcases, wall display 
cases taking their place. 








Providence 





Eunice M. Walley, formerly with Glad- 
ding’s gift department, has opened a 
store at Room 317, in the Alice build- 
ing, 236 Westminster St. 

A liquidation sale of the business of 
the Baker-Manchester Silverware Co., 
100 Stewart St., is announced for Fri- 
day, June 14, at 2 o’clock, D.S.T. 

Horace M. Peck, trustee in bankruptcy 
of Bertha L. Catlow, doing business as 
a manufacturing jeweler at 92 Niagara 
St., under the name of Joseph Catlow 
& Co., is calling for sealed bids for the 
business. 

Arrangements are being made for 
holding a convention in the near future 
of the New England manufacturing and 
retail jewelers for the purpose of dis- 
cussing several important matters con- 
cerning the industry. 

A plate glass window in Berren’s re- 
tail jewelry store, 131 Weybosset St., 
was found broken at 4.40 o’clock one 
morning last week. Maurice Berren, 
the proprietor, was notified, and after 
a hurried examination stated that rings 
valued at nearly $100 were missing. 

Information has been filed at the of- 
fice of the city clerk that Jason Weiler 
& Sons, Inc., Julius Kallman, treasurer, 
376 Washington St., Boston, is the owner 
of the Baird-North Co., this city. A 
large store at 89 Weybosset St. has been 
opened, where a liquidation sale of the 
entire stock of merchandise of the com- 
pany is being conducted. The fixtures, 
etc., at the company’s plant at 861 Broad 
St. are also being advertised for sale. 

Among the jewelry buyers reported 
in this city and vicinity the past week 
were the following: Arthur Caro of Ben 
Belsenthal Co., New York city; Mr. 
Wolf of Martin & Wolf Co., St. Paul, 
Minn.; Charles Brown of Stein & El- 
bogen, Chicago; Morris Levy of Morris 
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Levy & Co., Chicago; Messrs. Jacobs, 
Avidan and Strauss of Lippman, Spier 
& Hahn Co., New York city; Mr. Op- 
penheimer of Block, Weinfeld Co., Chi- 
cago; Mr. Davis of S. Davis Co., Pitts- 
burgh; Mr. McLean of Stock W. N. Co., 
Toronto, Ont. 








Rochester 





L. J. Glaser, of the Glaser retail store, 
41 Main St., E., announced last week 
the firm was selling out its jewelry stock 
preparatory to dealing entirely in 
radios. 

Saul Hershberg, who recently leased 
a double store location at East Ave. and 
Main St., E., for a new retail store, re- 
cently held the formal opening of the 
new establishment. 

Berson-Marine, wholesalers, Central 
building, are now housed in enlarged and 
revamped quarters made possible by 
renting an adjacent room and knocking 
out a wall. The change aided in en- 
larging the gift section. 

The stock and equipment of the Joseph 
Kopelowich wholesale jewelry house, un- 
til the recent death of Mr. Kopelowich 
the oldest wholesale firm in Rochester, 
has been sold at auction. The firm was 
located at 47 Clinton Ave., N. 

Business ended a fairly dull month in 
Rochester last week. Watches and nov- 
elty jewelry sold best at retail, a check- 
up showed. There was more demand 
for silverware than for rings. The re- 
pair line picked up. Bridal and com- 
mencement gifts brought an _ increase 
the first week in June. 

Members of the Rochester Retail 
Jewelers Association staged their an- 
nual spring ladies’ night dinner at Blar- 
ney Stone Inn, Webster, N. Y., last week. 
After the dinner the ladies played cards 
while the men heard reports from dele- 
gates to the State convention at Pough- 
keepsie. E. Lathrop Sunderlin, 350 
Main St., E., who succeeded his father, 
Charles Sunderlin, as secretary of the 
State organization, came in for con- 
gratulations. The business meeting was 
in charge of President Charles P. Cos- 
ter. 





The Platinum Market 


Only one price change was recorded in 
the platinum group this week, the quo- 
tations on iridium ranging from $240- 
$245 per ounce instead of last week’s 
figure of $245-$250. 

The official prices follow: 

Per Ounce 
Soft platinum $68 


Platinum containing 5 per cent iridium. 64 
Platinum containing 10 per cent iridium. 86 
SER aid cicinhis bab salen ee ais oe .$240- — 
ret ee ree ee eee eee 








F. W. Margrett & Co., gold and silver- 
smiths and engravers of Tewkesbury 
House, Bangkok, Siam, is opening 4 
jewelry department and intends to im- 
port American jewelry, and is soliciting 
catalogs of both jewelry and silverplate 
from manufacturers in this country. 
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Chicago Notes 


J. Y. Lebolt of Lebolt & Co. made a 
special trip to New York last week to 
visit with his brother and members: of 
their New York store. 

Walter Herron, of Herron Bros., Cen- 
tralia, and Will Henry of the Mattoon, 
Ill., store, spent the past week in Chi- 
cago looking over the markets. 

R. G. Baynham, of Providence, Ky., 
and Mrs. Baynham, were visitors in Chi- 
cago last week attending to important 
business and yisiting their favorite 
-wholesaler. 

William C. Montgomery, one of the 
‘ Jeading jewelers of Shawnee, Okla., 
called on many of his friends in Chicago 
during the past week and looked over 
new goods. 

Irving Chayken, of the Armstrong 
Jewelry Co., and one of the most promi- 
nent jewelers of Hammond, Ind., spent 
a few days at Chicago last week looking 
over the markets. 

J. Vincent Huber, representing the 
George H. Fuller & Son Co., left this 
week on a business trip through the 
“Hoosier” State. Mr. Huber expects to 
be gone for about 10 days. 

Leon E. Phillips, of Grand Rapids, 
Mich., accompanied by his wife, called 
on many of their friends in Chicago dur- 
ing the past week, and looked over the 
markets in search of new items. 

M. G. Vanderhaeghen, of the George 
H. Fuller & Sons Co., sales staff, is 
making a business trip through his 
Middle West territory, calling on the 
wholesale trade for about two weeks. 

William S. Honigbaum, importer of 
pearls, New York, called on his many 
friends in the Chicago territory during 
the past week. Mr. Honigbaum is mak- 
ing a trip through the entire Middle 
West. 

Colonel J. S. Lewis, of J. S. Lewis & 
Co., Ogden, Utah, accompanied by Mrs. 
Lewis, stopped in Chicago last week to 
visit with friends on their way to the 
East where they will spend a few weeks 
combining business with pleasure. 

H. Bushe, sales director of the Omega 
division of J. R. Wood & Son, spent all 
of last week in Chicago visiting at their 
Chicago offices and accompanying Wesley 
L. Jackson, their Chicago representative, 
in making calls on the retail jeweler. 

C. R. Gardinor, president, and W. H. 
_ Race, assistant general sales manager 





of the Iriternational Silver Co., spent 
the past week in Chicago, attending the 
wholesalers’ convention and taking up 
important matters with members of the 
Chicago office. 

W. T. Earl, salesmanager for the 
Oneida Community, Ltd., left. Chicago 
last Thursday for a _ business trip 
through the Middle West. Mr. Ear] 
travels out of the home offices and spent 
the past week in Chicago attending the 
convention of the N. W. J. A. 

M. E. Robertson, general manager of 
the Oneida Community, Ltd., Oneida, 
had a pleasant visit in Chicago during 
the past week, spending some of his time 
attending the convention of the N. W. 
J. A. and visiting at their local offices 
in the Silversmith building. 

P. Lumbastia, president of the Cres- 
cent Ring Co., Newark, N. J., spent a 
few days of last week in Chicago visit- 
ing with their Chicago representative, 
Howard C. Rowbotham. Mr. Lumbastia 
is making his annual business trip 
through the Middle West territory. 

Phillip Kolb, who for the past 24 
years was associated with his brother, 
C. Kolb, of Chas. Kolb & Co., 7 W. Madi- 
son St., recently passed away at his 
home from double pneumonia. Mr. 
Kolb was well known to members of the 
trade and his passing was a great 
shock. 

The Stein & Ellbogen Co. held its an- 
nual picnic for its employes last Satur- 
day. At noon automobiles took the 
happy party to the Forest Preserves at 
95th and Kean Sts. Baseball and other 
sporting events were indulged in and 
many went home with beautiful prizes 
for their special achievements. 

Julius Garon, of the Duluth Jewelers’ 
Supply Co., Duluth, Minn., stopped in 
Chicago last week for a few days to visit 
with members of the trade. Mr. Garon 
was on his way home from Detroit, 
where he spent a week with his son, 
Toby Garon, who is in charge of the 
Michigan Jewelers’ Supply Co. 

Gordon L. Petersen, of the Norris, 
Alister-Ball-Bridges Co., returned on 
Saturday from a business trip to St. 
Louis, Kansas City and Omaha. Mr. 
Petersen visited with the retail trade 
and called on many of his friends. W. 
E. Ruthhart, also of this concern, just 
completed a business trip to Cleveland. 


John Beckman, of the diamond depart- 
ment of the Norris, Alister-Ball-Bridges 


Co., returned on Monday on the Levia- 
than, from a six weeks’ trip to the dia- 
mond markets at Antwerp, Amsterdam, 
and Berlin. Mr. Beckman returned home 


with the golf champion, Walter Hagen, . 


so is prepared to capture the C. J. A. 
golf cup this year. 

Howard C. .-Rowbotham, manufactur- 
ers’ representative, with offices in the 
Pittsfield building, left on Tuesday for 
a business trip through the Middle West 
and a visit to the factories he represents 
in New York and the East. Before re- 
turning home Mr. Rowbotham will stop 
in Philadelphia to visit at his old home 
and with his sisters, returning -to Chi- 
cago in about five weeks. 

Jack Klecka, associated with the Chi- 
cago office of J. R. Wood & Sons, !eft on 
Thursday with “Bill” Schwab, general 
manager of this firm for New York. Mr. 
Klecka will remain at the factory for 
about four weeks attending to some spe- 
cial work. Mr. Schwab spent several 
days of the past week in Chicago visiting 
at the local offices and attending ses- 
sions of the N. W. J. A. convention. 

C. A. Mealy, of The Hadley Co., Provi- 
dence, returned home on Tuesday accom- 
panied by Art Hadley. These men were 
here to attend the convention of the 
N. W. J. A., but on account of the illness 
of Mr. Mealy they decided upon return- 
ing home. Enroute home on the Cen. 
tury both Mr. Mealy and Mr. Hadley 
were injured when the train was 
wrecked. Mr. Mealy suffered from a 
fracture of two of his ribs and Mr. 
Hadley was badly scratched. 

Ernest Block, manufacturers’ repre- 
sentative, 1104 Heyworth building, is 
$20 richer this week, on account of his 
careful automobile driving. One of the 
local Chicago papers give $20 cash 
prizes each day for careful driving. 
Their reporter followed Mr. Block on 
Saturday of last week while he was 
driving to his home on the south side, 
and because of the various good deeds 
he did while driving he was awarded 
one of the prizes. 

Fred Anderson, of the International 
Silver Co., received the sympathy of his 
many friends in the trade last week on 
account of the death of his mother, who 
passed away on Thursday at her home 
on N. Lincoln Ave. Mrs. Anderson has 
been ill for some time, but nevertheless 
her passing was a great shock to her 
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family. Funeral services were held on 
Saturday afternoon from the Chapel at 
3176 N. Clark St., and interment was at 
Rosehill Cemetery. 

Sympathy from the entire jewelry and 
optical professions was extended to 
Harry C. Paul of 31 N. State St., on ac- 
count of the death of his wife, Marie 
Paul. Death came on Tuesday after- 
noon, June 4, following a severe opera- 
tion. Funeral services were held at her 
late home, 2727 Giddings Ave., and from 
the Sheridan Road Methodist Episcopal 
Church, on Friday afternoon. Interment 
was at Graceland Cemetery. She is sur- 
vived by her husband and one son, Rus- 
sell C. Paul. 

Miss Alice Levim, daughter of Mr. 
and Mrs. Joseph Levim, became the bride 
of Harry Aronson, on Sunday, June 9. 
The services were conducted at the home 
of the bride’s parents, 5500 W. Jackson 
Boulevard, at 4.30 o’clock in the after- 

-noon, in the presence of the immediate 
family and a few friends. After the re- 
ception the couple left on a honeymoon 
trip through the West to California, and 
will be away for about a month. Mr. 
Aronson has been identified with the 
jewelry trade for a great many years, 
and for some time has been associated 
with the Manheimer Watch Co. 

Carteaux, Inc., celebrated the opening 
of its beautiful new store on the lobby 
floor of the Edgewater Beach Hotel, on 
Saturday. The store is one of the finest 
and most exclusive of its kind. Fixtures 
and furniture are in rich tones of wal- 
nut. Many special feature cabinets and 
window displays are used in making this 
place so attractive. Lighting fixtures are 
in crystal and gold. This applies to the 
ceiling and side wall lights. This con- 
cern deals in fine diamond and pearl 
jewelry. The main offices are located in 
the Columbus Memorial building. M. E. 
Capelle has been associated with Mr. 
Carteaux for the past three years, and 
he will manage the new store, while Mr. 
Carteaux will remain at the loop offices. 
Both Mr. Capelle and Mr. Carteaux have 
been connected with the jewelry industry 
for a great many years. Mr. Carteaux 
was with J. Milhening for 25 years and 
prior to that time was with C. D. Pea- 
cock for eight years. Mr. Capelle spent 
many years with C. D. Peacock, and 
Charles E. Graves & Co. 

A prominent manufacturing concern 
of Chicago had an interesting experi- 
ence last week when it took steps to have 
merchandise returned that had been sent 
to a man at Haverhill; Mass. The local 
concern had done business with a firm 
in that city and when an order for 
mountings was sent here by a party 
signing the same name as the firm’s 
customer ‘and giving his address as 72 
Emerson St., Haverhill, they naturally 
assumed the order was bona fide. This 

person sent the mountings back and 
stated they were fine but to mount some 
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diamonds in them. This was also done 


and returned to the Haverhill man. A 
short time later another request for 
goods came in and this time investiga- 
tions were made. J. M. Braude, of Ros- 
enberg, Braude & Zimmerman, made the 
investigations through an attorney at 
Haverhill, who reported that 72 Emer- 
son St. was a basement of a tenement 
house. When he received no responses 
to his visits he called in the police. They 
broke down the door and found jewelry 
of all descriptions lying around. They 
finally located the man and found he 
had lived there for three months and 
was from Canada. He had sold the rings 
for sums ranging from $20 to $50, and 
now wants to pay what he owes at the 
rate of $2 a week. The attorney at 
Haverhill also states he has other claims 
against him from eastern firms. It is 
reported the man has left for his home 
in Canada. 








Cincinnati 





The Lind Jewelry Co., formerly located 
at 422 Race St., has moved to the sev- 
enth floor of the Glenn building, Fifth 
and Race Sts. 

Robert L. Hummel, a jeweler in the 
Emery Arcade, has rented one of the 
store rooms in the Ingalls building at 
Fourth and Vine Sts. 

Victor H. Hagen, diamond dealer, is 
moving his establishment from the 
Edwards building on Walnut St. to the 
Fountain Square building at Fifth and 
Walnut. Sts. 

The will of the late Eli Gutmann, 
prominent wholesale jeweler, who died 
last week was filed for probate in the 
Hamilton County Court, Thursday. It 
names Mrs. Blanche Gutmann, the 
widow, as executrix and the entire 
estate is left to her. No estimate of 
its value was given. The will was ex- 
ecuted Feb. 6, 1925. Mr. Gutmann was 
a member of L. Gutmann & Sons. 

A meeting of the Cincinnati Whole- 
sale Jewelers and Manufacturers As- 
sociation will be called for next week to 
determine what the final action will be 
The asso- 
ciation revived an old plan to tell about 
the activities of the Queen City as a 
jewelry center through the medium -of 
publications within a 500 mile radius and 
from the encouragement given by man- 
ufacturers and jobbers it looks as though 
the project will be carried out. The 
meeting is to be called to select a group 
which is to have charge of it, because 
members of the old committee are about 
to leave the city on trips while Arno 
Dorst; chairman of the committee, is 
engaged as president of the Cincinnati 
Credit Men’s Association. 








Arthur Henry Welch, believed to be 
the oldest resident of the south actively 
engaged in manufacturing jewelry, re- 
cently celebrated his 80th birthday. Mr. 
Welch has been in the jewelry business 
for 66 years. The veteran jeweler is 
employed by the Arthur A. Everts Co., 
Dallas, Tex. 
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Cleveland 


The bankrupt stock and fixtures of 
the Shaw Hayden Jewelry Shoppe on 
Hayden Ave., East Cleveland, has been 
purchased by Charley Rivchun who jg 
holding a closing out sale. 

The following out-of-town jewelers 
visited Cleveland the past week on buy- 
ing trips: Henry Burr, Elyria; M. Mos- 
kowitz, Akron; E. K. Smith, Lorain; H, 
F. Pitkin, Akron; L. E. Shute, Middle- 
field and W. L. Russel, Minerva. 

The formal opening of the new store 
of Max Fournier at 15200 Detroit Ave,, 
Lakewood, was held the past week. The 
new store has considerable more space 
and is attractively equipped. An en- 
larged optical department in charge of 
Dr. Noblet is a feature. 

The June meeting of the Cleveland 
Credit Stores Association was held on 
Thursday evening at the Marigold 
Gardens. Seventy-five were present 
and dinner preceded the meeting. The 
principal business of the evening was 
the appointment of committees to func- 
tion the coming year. The following 
jewelers were appointed chairmen of 
the following committees: Ferd Bejachs 
of Shaw’s, Welfare Committee; Mr. 
King, Small Jewelry Co., dinner com- 
mittee and Milo Benning, Lewis Jewelry 
Co., educational committee. During the 
evening entertainment was furnished by 
John Gould formerly with Barnum and 
Bailey’s circus. 











Canada Notes 


The Canadian Swiss Watch Co. has 
registered in Montreal. 

The Imperial Jewelry & Watch Re- 
pairing Co. has registered at Quebec, 
and Levis, Que. 

A man charged with smuggling jewel- 
ry into Canada was placed on trial June 
6, in the Court of Summary Conviction 
at Montreal. The evidence brought out 
some facts regarding the fraudulent sale 
of cheap imitation jewelry as_ the 
genuine article to the injury of legit- 
imate trade. A collection of the articles 
seized was produced in court, comprising 
wrist watches, and a number of rings 
valued by the customs authorities at 
$16,000, but which experts appraised at 
slightly more than $2,000. According to 
the Customs officials they were smuggled 
into Canada between Jan. 1 and April 
15, 1928. A jeweler of Brooklyn, N. Y., 
appeared as a witness, and after asking 
for the protection of the court explained 
that an agreement had existed between 
himself and the aceused, under which 
rings were to be smuggled into the coun- 
try. It was decided to secure women to 
do the illegal importation of the rings 
or any other sort of cheap jewelry. The 
case was adjourned. 











Joseph Siegel, for many years located 
at Covington, Ga., has moved to Decatur, 
Ga., where he will soon open a jewelry 
store at 131 Sycamore St. 
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San Francisco 





Fred C. Schouten, retail jeweler, 1106 
Burlingame Ave., Burlingame, has sold 
out his store to Mr. Berquist. 

L. W. Kaye of Knox & Kaye, sails 
from New York June 15 on the Majestic, 
accompanied by his son, William Kaye. 
They are going abroad to visit the dia- 
mond markets. 

A. I. Hall & Son have decided to con- 
solidate their Portland and Seattle of- 
fices making Seattle their headquarters 
for the Northwest beginning July 1. 
Portland will be served from Seattle and 
George Davis, the Seattle manager, will 
remain manager of the consolidated of- 
fice in Seattle. 

Ivan L. Smith, Pacific Coast manager 
for Oneida Community, will attend the 
mid-year agents’ meeting, at Oneida, 
N. Y. W. C. Agens, traveling out of the 
San Francisco office, is also going, as 
well as R. T. Reeve and W. L. Wingate 
from the Los Angeles office, Gene Smith, 
Portland, Ore., and Charles Trout of 
Seattle. 








Milwaukee 





J. Sauermann, retail jeweler, has 
moved into his new store at 410 E. 
Water St., Milwaukee. 

P. S. Brey, retail jeweler, formerly 
located at Independence, Wis., has 
opened an optometric establishment at 
Sparta, Wis. Mr. Brey will do watch 
repairing in his new shop. 

Wellentin & Son, retail jewelers with 
a store at 304 E. Wilson St., Madison, 
Wis., recently opened a second store in 
the new Wisconsin Power and Light Co. 
building. A feature of the opening was 
a showing of reproductions of many fa- 
mous diamonds. 

Members of the Milwaukee Whole- 
sale Jewelers’ Association are planning 
to close their places of business during 
the entire day on June 29 so that mem- 
bers of the group can attend the annual 
picnic of the organization, to be held 
on that day, at the Oakton Country Club, 
Pewaukee Lake. 








St. Louis 


The stock of the Crescent Jewelry Co., 
320 N. Sixth St., has been sold to the 
Gradwohl Jewelry Co., located at 621 
Locust St. 

Another retail jewelry store has sold 
out and discontinued business here, the 
stock and fixtures of the Ruby Jewelry 
Co., 218 N. Seventh. St., having been 
bought by local persons in conjunction 
with a Chicago firm. A portion of the 
stock has been taken over by the jewelry 
department of the store, B. Nugent & 

_Bro., at Broadway and Washington Ave. 

Out-of-town retail jewelers in the 
local wholesale market recently included 
the following: C. D. Jacobs, West 
Frankfort, IIl.; Roy Goulding, Alton, 
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Ill.; C. H. Gieseke, Trenton, IIll.; George 
Porth and his two sons, Clifford and 
George, Jr., Jefferson City, Mo.; Louis 
Brandenburger, Alton, IIll.; J. H. Spitz, 
Highland, Ill.; William Bachmann, Col- 
linsville, Ill. 

The retail jewelry store of Jacob Sud- 
holter, in this city, was held up one 
night last week by two negro bandits as- 
sisted by a woman companion. While the 
robbers covered the proprietor, forcing 
him to hold up his hands, the dusky con- 
federate proceeded to secure $29 from 
the cash register and about 15 watches 
from the display cases, after which the 
trio decamped in a waiting automobile. 

Salesmen for local wholesale concerns 
in the trade are leaving for a new season 
on the road after a layoff of about 60 
days. The new sample lines have all 
been prepared and most of the travelers 
will be on the road for the next few 
months. Collections are reported im- 
proved and crop conditions in many sec- 
tions of the South and West are ex- 
pected to be satisfactory and likely to 
influence in a favorable way the retail 
fall business. 


Omaha | 


Ye Diamond Shoppe, of which David 
Gross is proprietor, will soon move from 
its Douglas St. location in Omaha to the 
new Paxton Hotel building at 14th and 
Farnam Sts. 

Among the out-of-town jewelers in 
Omaha the past week were D. C. Hager, 
Clay Center, Neb.; Mrs. Phil Folsom, 
Ashland, Neb.; William Putter, Norfolk, 
Neb.; E. H. McIntosh, David City, Neb.; 
G. H. Boellert, Stanton, Iowa; Mrs. H. 
D. Ragen, Utica, Neb.; N. P. Freeman, 
Oakland, Iowa. 

















Portland, Ore. 


Heitkemper & Myers, 124 Fifth St., 
Portland, are still conducting a closing- 
out sale, having sold their lease on 
the premises. , 

At the noon luncheon meeting of the 
Women’s Advertising Club of Portland, 
A. & C. Feldenheimer and Frank Heit- 
kemper presented Beatrice Grant in a 
lecture-demonstration on the art of 
table setting and serving afternoon tea. 
A $5,500 tea service in Italian Renais- 
sance was used as well as some other 
lovely separate pieces, examples of the 
art of the modern silversmith. Miss 
Grant is a graduate of Columbia Uni- 
versity, and associated with the teach- 
ing staff of the School of Practical Arts. 











New Brunswick, N. J., jewelers re- 
cently held a meeting at which they dis- 
cussed the auction situation and the 
manner in which it has been met in 
other cities. At their next meeting the 
New Brunswick dealers expect to formu- 
late a definite plan of procedure -in se- 


- curing protection from unscrupulous 


auctioneers. 


93 


Business Records 





James Handelsman, Apollo, Pa., is re- 
ported to be in bankruptcy. 
' It is reported that Matthew J. Rodger, 
Los Angeles, Cal., has assigned. 


Edward C. Waldron, Chateau, Mont., 
is reported to have given a deed of trust. 


A voluntary petition in bankruptcy 
has been filed by Israel Tutunick, De- 
troit, Mich. 

The Cole Jewelry Co. Inc., Lakeland, 
Fla., has filed a voluntary petition in 
bankruptcy. 


The Star Jewelry Co., Sherbrooke, 
Que., has made an assignment in bank- 
ruptcy. R. T. Edney has been appointed 
as trustee. 

Raoul OQ. Besse, Biloxi, Miss., has filed 
a voluntary petition in bankruptcy. As- 
sets are reported as $6,374, and liabili- - 
ties $8,400. 

Marcus Samfield, Memphis, Tenn., has 
filed a voluntary petition in bankruptcy. 
Assets are said to be $12,000 and liabili- 
ties $23,000. 

The Isidore Cohen Co., Inc., Bluefield, 
W. Va., has filed a voluntary petition in 
bankruptcy. Assets are given as $22,- 
000 and liabilities $17,000. 

The Hopewell Loan Co., Inc., Hope- 
well, Va., is offering a settlement to cred- 
itors of 25 cents on the dollar. Stock 
and fixtures are valued at $10,993, while 
the liabilities are estimated at $15,943. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York 
as reported for the past week: 


Selling Price 
London U.S.Gov’t New York 

Date Official Assay Bars Official 
sure 4. i 3s 24 54 5156 
: Bik seas 24 541% 521% 
C2555: 24 541% 51% 
{ore 24 5414 52% 
ae 244; 5456 52% 
1 | eee 2445 54% 52% 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week Ended June 8, 1929 


The U. S. Assay Office reports: 
Gold bars exchanged for gold 


COR eel neat kare $939,956.87 
Gold bars paid depositors...... 44,127.03 
NEN oa opx wine and Siig ets $984,083.90 


Of this gold bars exchanged for gold 
coins are reported as follows: 


Exchange 
$555,210.27 
102,566.00 
92,077.65. 
60,915.52 
77,045.27 
52,142.16 


$939,956.87 








S. A. Stanley, 534 Collins Ave., Miami 
Beach, Fla., has purchased the fixtures 
at the store of Edward Sundman, 240 
Fifth St., that city. Mr. Stanley will 
operate his store in conjunction with his 
trade shop at his old address. 
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REFRACTION OF THE HUMAN EYE AND 
METHODS OF ESTIMATING THE RE- 


FRACTION. By James Thorington, M.D. 410 - 


pages, with 844 illustrations, 27 of which are in 
colors. Price, $3.00. 


OPHTHALMOMETRY. By Shows Why 
and How. No more ie rs Ophtbaimometsy made 
simple and precise. Price, 


EYE HAZARDS IN INDUSTRIAL OCCUPA- 
TION <a By Louis Resnick and Lewis H. Carris. 
248 59 half-tone {llustrations. Price, 

flexible. Tabrikold, $2.50; paper cover, $1.50. 


MIRRORS, PRISMS AND LENSES. By James 
P. C. Southall. Second edition. 579 pages; 247 
illustrations and diagrams. A text-book of Geo- 
metrical Optics, written to serve as an introduction 
to the theo.ies of modern optical instruments. 
Price, $4.50. 


a a oy of the Eye, Ear, Nose and 
Pils. Over 270 Anatomical parte named 

ee F paeened in the folding layers, reproducing in 
natural form and color each anatomical structure of 

the eye, ear, nose and throat. A complete scien- 

5 convenient reference chart. Price, 


OCULISTS’ VADE MECUM. Oomprising all the 
important methods of testing the eyes devised by 
leading ophthalmic surgeons, besides many valuable 
tables on the properties of lenses and methods of 

aan in the examination of the eye. Price, 


PRISMS: THEIR USE AND EQUIVALENTS. 
A book containing a more extended knowledge on 
this branch of refraction than is contained in works 

on ophthalmology. Price, $2.00. 


REFRACTION AND MOTILITY OF THE 
YE. With epecial cha —e. See Se. 


ey Professor of Diseases of the Eye in the 
New York Post-Graduate Medieal School and Hos- 
pital, ete. 122 Illustrations. Extra Oloth. 876 
pages. Price, $2.50 net. 


REFRACTION OF THE EYE. By Gustavus 
Hartridge, F.R.O.R.A. A manual for students. 
275 pages, 107 a and sheet of test types. 

P rice, 


SQUINT: ITS annie, PATHOLOGY AND 
TREATMENT. By Claud Worth, F.R.O.8. 
Hy 242 pages, illustrated. Price, 


SPECTACLES AND EYEGLASSES. By R. J. 
Phillips, M.D. Their preverivene and adjustment. 
61 illustrations. 


Price, $1.50 
‘OPHTHALMO-OPTICAL ¥ MANUAL. By William 
Swaine. Se. lens theories. sight testing, 
frame atten, jae practical, non-mathe- 
matical. Price, $1.60. 


AN OPTICAL PRIMER. By O. H. Pixley and 
po gage ge Three hundred pages; cloth; —~» 4 
trated. primer invaluable to all 
thelr arly stodies and ge Be vast amount ot 
ma ue every practicing refractionis 
Price, $2.00. 

OPTOMETRY—STATE BOARD QUESTIONS 
AND ANSWERS. By James J. Lewis. 130 


RS 
pages with diagrams. Price, $1.50. 


Valuable Optical Books 


The prices quoted are net. No books sent on approval. 


change without notice. 









ENCYCLOPEDIC OPTICAL DICTIONARY. 
By Jas. J. Lewis, Oph.D. A dictionary of the terms 
used in Optometry and Ophthalmometry. Practical 
hints, things to be remembered and questions for 
those contemplating present or future state examin- 
tions. Fifth edition. Price, $2.00. 


on 1 OF THE EYE, MANUAL OF. By 
Charles H. May, M.D., New York. For students and 
general practitioners, with 877 original ese, 
Canter 22 plates with 71 colored res. Hleventh 
edition, revised. Cloth, 440 pages. fee, 84.00. 


DISEASES OF THE EYE. With separate chap- 
ters on Anatomy, vey 2 Bacteriology, 
Relation of the to the Nose, ete. By Henry 
Caldwell Parker, Clinical Professor of Ophthalmology 
in the Indiana University School of Medicine, In- 
dianapolis, Ind. 116 text illustrations and 6 full- 
chromolithographic plates with 19 figures. Flexible 
gett Rounded corners.: 303 pages. Price, 


THE RECOGNITION OF OCULAR DISEASE. 
By James Forrest. A _ treatise for etrists. 
The author's aim is to impart a general knowl 
of eye diseases that are most commonly encountered. 
172 pages, with many illustrations, including plates 
in colors. Price, $2.50. 


DISEASES OF THE EYE AND REFRAC- 
TION, COMPEND OF. By Gould and Pyle. 
Including Treatment and rations, and a Section 
on Local Therapeutics. ith Formulae, Useful 
Tables, a Glossary and 111 illustrations, several 
of which are in colors. Price, cloth, 82. . 


DISEASES OF THE EYE. 696 De 
Schweinits. Illustrated. Price, ia si 00. 


a AND MIRRORS. By George A. Rogers. 
pages; 20 diagrams and a com peabe nsive and 
extensive quis at the end. Price, cloth binding, 


MATHEMATICS FOR THE yg 
MAN. By Geo. Howe, M.E. 158 Pall te 
trated. Explaining —_~ and —, the _ 


ments of Algebra, Geometry, 
rithms. Co-ordinate Geometry —_ y 
Price, $1.50. 


BLOOD PRESSURE IN OCULAR WORK. By 
Bugene G. Wiseman. 2¢€7 pages; illustrated, with 
19 engravings. Price, $2. 


THE NERVO-MUSCULAR MECHANISM OF 
THE EYES AND ROUTINE IN BYE 
WORK. By G. ©. Savage, M.D. 174 pages, with 
three full page plates and four diagrams. Price, 


—— LENS OPTICS. By Arthur Latham Baker, 
b.D. 1381 pages; many illustrations. An elemen- 

a treatise for student and amateur; treats 
optics of microscope and telescope. Price, $2.00. 


MEDICAL OPHTHALMOLOGY. By Arnold 
Knapp, M.D. 6510 pages, with 82 {fllustrations. 
Chapter I, comprising pages, devoted to the 
anatomy of the eye and especially the ocular nervous 
system. Price, $5.00. 

HELMHOLTZ’S TREATISE ON PHYSIO- 
LOGICAL 0O translated from the third 
German edition; edited by James P. © 
ig end of Physics, Columbia Universi Volume 

1, 2 and 8 now ready. Price, $10. “ ench. 


The Optical Journal and Review 


239 W. 39th St. 88 88 





83 ts New York 
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A view of the Dales Gift Section showing how lamps are displayed 


Lamps — Lamps — Lamps 


Featuring them in his Gift Section has also increased sales of other merchandise, says 


George S. Dales 


ODAY’S retail jeweler must find added ways and 
means of increasing his volume of jewelry sales 
by keeping closer contact with the customer 
through the medium of a departmentized store. That is 
by merchandising other lines than jewelry, exclusively. 

George S. Dales, widely known Akron, Ohio, jeweler, has 
developed a profitable lamp business by featuring this 
line of merchandise throughout the different depart- 
ments of his beautiful store. A man of vision, Mr. 
Dales always has the ¢ourage to back up any idea he 
may have. Today his store in South Main Street, Ak- 
ron, ranks with the most complete in the entire Middle 
West. 

It was more than three years ago that the elder 
Dales realized that the progressive retail jeweler to get 
his share of business must carry other merchandise than 
jewelry. Other shops in the downtown district had 
taken on gifts. Some added small rooms or grouped the 
merchandise on tables in the rear, while others built to 
the stores to accommodate the fast growing gift mer- 
chandising line. Mr. Dales looked around and then de- 
cided to give the “Rubber City” a real gift store. 

Intent on establishing a gift shop that would out- 
shine even those of cities many times larger than Akron, 
Mr. Dales made a hurried trip to many of the key cities 
of the Middle West in quest of ideas. He got many and 
originated quite a few and then set about to convert the 
second floor of his store into something out of the 
ordinary in the way of.a gift store. 


It was at this time he decided there was a good market 
in Akron for lamps, not the everyday common type of 
lamps, but quality merchandise and in numbers that 
were constantly new and of the best quality. “I have 
always enjoyed a clientele of patrons who have money 
and do not hesitate in paying top prices if the mer- 
chandise is to their liking and something that is ex- 
clusive. And so in carrying out the gift shop idea lamps’ 
were given every consideration, and when formal open- 
ing of the little upstairs shop was held lamps predomi- 
nated and without them my store would have been a 
dreary place,” remarked Mr. Dales. 

In the arrangement of his gift section Mr. Dales 
worked out the booth idea, which is original with him 
and something other stores in the city do not have. 
A series of booths of good size were constructed about 
the entire gift shop, glass encased with the most mod- 
ern of appointments and with decorative design to har- 
monize with the main shop interior. In his shop 
he groups certain class merchandise of one price range. 
With booths so arranged the center of the large room 
is left for lamp display, which permits customers to ap- 
proach them at close range for there are no counters. 
End tables, night stands, dining room tables, book racks, 
in fact every thing conceivable for the home are ar- 
ranged about the big rooms, lamps adorning all these 
stands, to the taste of the most particular. Lamps lend 
to the attractiveness of the big gift room, and Mr. Dales 
has always made it a policy to keep them lighted from 
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Manufacturers 


of 
Pewter, 


Silver Plated Ware, 
Metal Electroliers, — 
Decorated Glass § hades, 
Cut and Engraved 
Crystal Glass, 

Fancy Colored 

Blown Glass 


DESIGN” 


Plain or Butler Finish 
Electro Plated on Nickel 
Silver 


Che Pairpoint Corporation 


Rew Bedford, Mass. 


Also made in Pewter 


43-47 West 23rd St. - < 
228 Coristine ns St. Nicholas St. 
- 126 Post St. - - 


New York City 
Montreal, Can. 
San Francisco 







































No. 7033—Bridge Beve erage Set 
Consists of four colored Glasses and 
Sippers with Server 8%” Tall, 7144” Wide 





No. 3116 “New England” Pewter 
Candlestick 
One of the most popular style pewter 
candlesticks, 2” Tall 


New York oy to 
> = 


516 
Fifth Ave. Bide, 200 Fifth Ave. 
New York, , 














WEST SOMERVILLE, MASSACHUSETTS Los Angeles, Calif. 


Visit Our Displays and Salesrooms 
for Special Items for Summer Sales 


















Visit Our Dis- 
play at the 






Visit 





Eastern Our Display . 
Manufacturers at the No. 7047/632 “Corinthian” De- 
: sign Casserole 
and Associated Filigree Silver Plated Holder, Round or 
Importers Eastern Oval with Pyrex Glass Insert 
Exhibit | Exhibitors 
Rooms 721-722 ¥f Exhibit 
Palmer House Room 216 
Chicago, Ill. Ambassador 
Aug. 5th to Hotel 
16th Atlantic City 
Represented New Jersey 
by Sept. 5th to 10th 
Walter F Represented by 
Wegert Charles J. Paquette 





No. 8191 “Empireware” 
‘ eng Dish 

7 " Colored Glass Three Compartment 
No. X2088 Ice Tong Insert with 24Kt. Gold Plated 


Made from Nickel Silver in the Fol- 

lowing Finishes. Polished Nickel, 

Polished Silver or Butler Gold 6%” 
Long 


M. W. CARR & COMPANY, INC. 


Manufacturers Since 1869 


Holder 54” Diameter 


Pacific Coast Salesrooms 
Sunderland & Miller, Inc., 


807 Title Guarantee 153 Kearney St., 
San ‘Francisco, 


Bidg., 
220 W. Sth Street, a : 
California 
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the time the store opens in the morning until it closes at 
ight. 

a Two of the booths are given over exclusively to lamps 

of a very wide assortment. One booth shows boudoir 

lamps exclusively, priced under $5, lamps that will 

appeal to all classes and at a price they will sell quick- 
ly, assuring the owners of the store a quick turnover. 

In another booth are desk lamps, arranged attractively 
so they will appeal. Mostly one price prevails here 
for the booth idea classifies the merchandise as to qual- 
ity and price. Bridge and floor lamps are displayed on 
the main gift floor, spotted about at conspicuous places 
in the room where they will show to good advantage. 
Lamps are arranged where they will help show off other 
gifts and such articles as will help sell lamps are grouped 
about them. This arrangement, Mr. Dales says, has 
proved very profitable. Throughout the jewelry section 
on the main floor, Mr. Dales has permitted lamps to be 
placed merely to make the jewelry display more preten- 
tious. These lamps are marked plainly with price, and 
itis commonly known they are for sale. 

Not content with what the lamp manufacturers of this 
country have to offer, Mr. Dales makes frequent visits 
to Europe, where he spends several weeks looking for 
unusual novelties that would serve as gifts, and in- 
cluded in the lot of merchandise he brought back were 
some unique lamps of foreign manufacture. There is 
a demand, Mr. Dales said, for imported merchandise, 
especially unique lamps, and his clients have learned 
to expect some unusual combinations in every shipment 
from abroad. 

Mr. Dales said a conservative estimate of the gift- 
wares displayed on the second floor of his store repre- 
sents an outlay of $25,000, and of this amount fully a 
third represents lamps. Fully 500 lamp creations are 
found in the gift shop at all times and at the holiday 
season more are to be found. “Lamps make the store 
more homelike and offer a real market for the retailer, 
and I know of no other line where they would fit in more 
perfectly than in the gift shop,” he said. 

One large Main Street window is given over to gift 
and lamp merchandise, and this is changed weekly, lamp 
rearrangement being one of the things insisted on by 
the store management to eliminate the sameness of the 
previous week. The lamps are left lighted in the win- 
dows and cases until midnight, for the windows are 
among the most attractive in all downtown Akron. Even 
if new lamps are received at midweek they are placed 
in the windows immediately. 

Newspaper advertising is a hobby with the jeweler, 
and he uses many thousands of dollars’ worth of it an- 
nually. The lamps along with the gift merchandise get 
adaily quota of the space and on special occasions pre- 
dominate. Direct mail advertising is resorted to at Christ- 
mas time and during the pre-bride season. 

Mr. Dales is a staunch believer in keeping his store 
abreast with the times and every two or three years 
since the establishment of the business back in 1876, he 
has made alterations to the store that has kept it in the 
running with the newer shops being constantly opened 
in the nearby shopping area. Mr. Dales realizes that 
the jeweler of today has just as many problems and 
probably more than other merchants and is ever on the 
alert for some innovation that will stimulate buying in 
his store. 

The George S. Dales Co. was established by George 
8. Dales, Sr., father of the present owner. Associated 
with Mr. Dales are his two sons, Gerald and Franklin. 
Gerald looks after the active management of the gift 
and lamp sections. The store personnel organization 
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has been selected with much deliberation as the Dales 
clientele represents the elite of the rubber city. 

In the stressing of lamps throughout the big store, 
Mr. Dales does not lose sight of the fact that first of 
all he is a jeweler and that jewelry merchandise comes 
first in the daily routine of merchandising. 





. Selling Perfumes and Cosmetics in the 
Gift Department 


Make your gift section a source of new and constant 
profit by going into fresh fields and featuring articles 
never handled before, but which in other shops already 
have a great sale and popularity. 

Many jewelers are finding the very best sales makers 
for this department are purse perfumes in metal cases— 
which are favorite creations. These take an important 














Big Chicago Gift Shows 


Plan to attend the Shows of the 
Eastern Manufacturers and Importers 
at the Palmer House, Aug. 5-16, 
and 
the Gifts Artwares and Novelties Association 
at the Hotel Stevens, Aug. 5-10. 
These shows are particularly opportune for 
the Jewelers because of the Fourth Annual 
Jewelry Show, Aug. 5-9 at the Hotel 


Sherman. 




















place in any department where novelties and attractive 
small articles are sold. The beauty of design and finish 
appeals directly to the jeweler’s sense of fine workman- 
ship. The metal cases are in polished platinum-toned 
metal, extremely smart, with a smooth modernistic finish 
engraved with the crest of a well-known manufacturer. 
The quarter ounce flacons of perfume which they hold 
are easily removable, and a new one inserted. This gives 
the opportunity for additional refill sales 

Another creation, the Coty Double Compact, is of in- 
terest to jewelers. It holds both rouge and compact 
powder in the correctly harmonious shades, and the chic, 
slender platinum-tone case is completely fitted with two 
mirrors and puffs; and a special ejector which makes re- 
filling simple and easy. It is important, too, that there 
are refills for both powder and rouge, as women complain 
of the fact that with most unnamed compacts and vani- 
ties, they do not know where to get refills to fit them— 
which, of course, renders them useless when the contents 
wre exhausted. 

Jewelers are constantly being asked by their customers 
for suggestions on gifts, on bridge prizes, on favors. 
Such articles as lipsticks—the double compact—the 
platinum-toned single compact—and perfumes in metal 
cases are exquisite creations which answer these ques- 
tions at once—and satisfyingly, because they are articles 
which women in all sections of the country have shown 
that they like. 
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sate alee best clientele 


“DuBarry” Goblet 


4001 
8600.00 per dozen Net 







San Francisco 


HAWKES 
ROCK 
CRYSTAL 


MART hostesses . 

your most fashionable 

patrons, will take to 
this crystal. Evident proof 
in the constantly growing 
popularity of HAWKES 
ROCK CRYSTAL among 
fashionable jewelers’ pa- 
trons. Meet this new de- 
mand of your best patrons. 
Goblets up from $14.50 per 
dozen net. Other items, 
other prices . . . covering 
a wide selection both ways. 


T. G. HAWKES & CO. 


Glass Manufacturers 
CORNING, N. Y. 


Pacific Coast Office 
140 


Geary St. New York Office 





542 Fifth Avenue r 

















Grand Prize—Gold Medal Paris 


Producers of 
Rock Crystal t 
for Nearly Half 4 4 
a Century HAWKES 





7643 
Goblet 


Morgantown 
Our representatives cover the country. 






UR “Avon” Pol- 

lished Crystal pat- 
tern has been promptly 
approved by thousands 
of appreciative hostesses 
this year. We know this 
to be true by the steady 
inflow of orders since it 
was introduced by us. 


The illustration of the 
Goblet indicates its grace 
of outline, practical size, 
shape and the artistry of 
the harmonizing decora- 
tion. Other Stemware 
and Footed Tumblers are 
just as attractive. Gob- 


lets priced at $6.80 the 


dozen. 


ECONOMY GLASS CO. 


‘ » W. Va. 
















The BUYERS’ 


Price One Dollar 


DIRECTORY 








The Jewelers Publishing Corp., 239 W. 39th St., New York 
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Attractive Gifts for the Home 








A tiny pewter ash tray, of polished metal 
with a cigarette rest perched on its edge. 
Shown by Merrill Shops, 9 Orchard St., 























A three branch adaptation of a 

student lamp with parchment 

shades, hand laced. Shown by 

Art Industries, Inc., 225 Fifth 
Ave., New York 





Genuine Moroccan 
leather boxes in red, 
blue or Mogador brown. 
Hand tooled with gold 
designs in several sizes. 
Shown by Moroccan Im- 
porting Corp., 225 Fifth 
Ave., New York 





Newark, N. J. 





. Hand etched brass stand cones with six 
‘colored glasses forming a beverage set. The 
golfer is one of the many figures available 
for the handle. Pottery ash tray is also 
from S. Benjamin Co., 258 Fifth Ave., New 
York 


§ 
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Lamp of imported pottery with 
plain parchment shade of the 
same ground color as the base. 
Shown by Art Industries, Inc., 
225 Fifth Ave., New York 


A beverage set made of exclusive Swedish 
glassware consisting of six glasses and cock- 
tail shaker in blue or amber. Cross & Begue- 
lin, 15 Maiden Lane, New York, are sole 
distributors of this Swedish glassware 


A plant holder with 
cat tail design. Ap- 
propriate for sum- 
mer use. Made to 
hang on wall. Shown 
by Mollie Boynton, 
Inc., 225 Fifth Ave., 
New York 








Ball clock pen set made in green onyx or marble. 
The clock has an eight-day movement. Appropriate 
for executive’s desk or library table. Shown by 
Zenith Watch Co., Inc., 64 W. 48th St., New York 
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ANOTHER BETTER STEEL 


Easy Machining--Deep Hardening--Non-Sinking 


Moor Lie Steel 


SPECIALLY ADAPTED FOR STAMPING WHITE GOLD 
AND ALL HARD METALS 
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NEW YORK 
121 VARICK ST. 


WILLIAM JESSOP @ SONS, INC. 
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1857 FULTON ST. 


BOSTON 
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Descriptive Circular Sent on Request 














Do You Breathe Dust 
As You Polish? 


It’s a crime, 
absolutely, to 
polish without a 
dust collector— 
even an occa- 
sional article cre- 
ates occasional 
dust —all this 
occasional dust, 
laden with metal- 
lic particles, is 
breathed into 
your lungs as 


you work—what 
then? 


Don’t take this 
Bin arr eta ot oak long. Ge 
sere eres ee 
Se petd ieee anes tee buy thet will 
efficient in the work it does and very quiet in "4 
is tl da tee ae oe PT event this 
condition. 


be unthinkable. 
Leiman Bros. Patented 


Polishing Dust Collector 


Get the Catalog 


LEIMAN BROS. 


23-B Walker Street 
Makers of Good Machinery for 40 Years 
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New York 





-Phoenix White Finish 


gives your white gold jewelry the beau- 
tiful platinum color; easily, quickly and 
very cheaply. It stays white and looks 
right. 

Easily stripped (see directions) if arti- 
cle is to be repaired or soldered. 


1 quart, $5.00. Try it. 


lehisiie SAM W. HOKE, Mcr. 


Free Circular Jewelers’ Technical Advice Co. 


A. WwW: F. 22 Albany Street, New York City 
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Fountain Pens, Pencils 
from $.06 each and up 


Elgin, Waltham, Hamilton, Howard watches 7 to 21 
jewels. 
Write for catalog. 


NASSAU PEN & PENCIL CORP. 
111 NASSAU ST., NEW YORK CITY 








™Protection Ring Guard 
For thin rings get our num- 


ber 0. It is a new addition 
to our regular sizes. 


The Lion Satety Pin Clutch Co. 
20 W. 22nd St., New York 





Pat. May 26, 1910 








ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 
GOLD, SILVER and PLATINUM 


Refiners and Assayers 


t 709 Sansom Street, Philadelphia 








PRACTICAL COURSE IN ADJUSTING 


Price $1.50 





JEWELERS PUBLISHING CORPORATION, 
239 West 39th St., New York 


— 











Price $1.00 The BUYERS’ DIRECTORY Jewelers Publishing Corp., 239 W. 39th St, New York 
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(Chronometer Escapement (lock 


By Major Paul M. Chamberlain, M. E. 


HE history of this clock as it came 
to me is rather interesting even 
though it is not verified. It runs some- 
what as follows: A descendant of the 
maker, Joseph Oudin, migrated to Amer- 





FIG. 1 


ita and settled in New Orleans and 
brought the clock with him. Many 
years later a collateral branch of the 
family visited him from France and 
ersuaded him to let it go back to Paris, 
where it was during the German occupa- 
tion of Paris by the Germans in 1871. 
It is said that the German soldiers had 
4great fancy for French clocks and that 
this beautiful specimen by Oudin found 
its way to Germany. Some 10 years 
liter it was found by the former owner 
Man antique shop in New Orleans. 


Whatever of truth or fancy there may 
be in the tale we do know that among 
the exquisite workmen for the house of 
Breguet there were two _ brothers, 
Charles and Joseph Oudin, and whose 
respective names are occasionally found 
on clocks and watches made early in the 
19th century with the address, No. 11 
rue Vivienne, Paris. There is much in 
the workmanship and design to suggest 
the influence of Breguet. The movement 
is suspended from the ceiling of the case 





and has dials front and back. On one 
side the seconds hand makes a revolution 
in a minute and on the other dial the 
seconds hand makes four revolutions per 
minute. The case has glass in front 
and back with Gothic windows on the 


sides. The pendulum beating half sec- 
onds has gridiron compensation and has 
an index hand with multiplying lever- 
ages to show that the compensating de- 
vice is working under change of tem- 
perature. 





FIG. 3 


HE photograph taken in my library 

with a sliding door as background 
gives inadequate impression of its beau- 
tiful proportions. Fig. 2 gives a little 
more detail of the brass suspension, 
silver dial, and compensated pvendulum. 
Fig. 3 shows that part of the movement 
carrying the escapement. The pendulum 
crutch A, extended above its pivoted 
point, carries the impulse sapphire pallet 
B and the passing spring C. The lock- 
ing sapphire pallet D acts as a pivoted 


















[e..°] = Metallurgists ~: [e 9 
ptatoum |\\ OFFICE AND WORKS, 119 West TUPPER STREET. /| Rermens. 
- BUFFALO, N.Y., U.S.A. 


From MINNESOTA comes a letter 
which presents a reason why you ought 


to trade with H. & S.: 


“We are satisfied with the color and 
working condition of your 18k. White 
Gold and solder. And we recommend 
it just as we have in the past your re- 
fining service.” 





We Buy and Refine: Old Gold, Gold-filled, Silver, Plat- 
inum, Palladium, Bridge and Amalgam Scraps, Bul- 
lions, Filings, Grindings, Polishings, Bench and Floor 
Sweeps, Sink Settlings and other wastes containing 
the precious metals. When you have anything in the 
above line to sell TRY US. Remember “It’s the 
Amount of the Check that Counts.” 


Ruy E OO 












e 


Do not employ 
Traveling gold buyers 


Eliminate the middleman. We 
use the metal recovered in refin- 
ing for the manufacture of jewel- 
ers and dental gold. 











That is how we pay 
highest cash prices. 








Ship Direct—It Pays 
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DEEé& CoO. 


55 E WASHINGTON ST. 
CHICAGO 
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HANDY & HARMAN 





metals, working with 
the most highly per- 
fected equipment. 


Individual 
Preparation 
and Assaying 
by experts in precious 





Send your next lot to 


HANDY & HARMAN 
Bridgeport, Conn. 


Service Plants— 


Providence, R. 
Fulton and Gold Sts., 
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Send Us 
Your Gold Scrap 


Carerut handling of all 
precious metal scrap sent 
to us and just valuation of 
their contents based upon ac- 
curate weight or assay has 
earned a far-reaching confi- 
dence among our customers. 
Send us a lot on 
consignment. 


The S. S. WHITE DENTAL MFG. CO. 
Industrial Division 
152 West 42d St. New York,N.Y. 


Member of J. B. of T. 
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Established in 1844 
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HAVE YOU USED OUR SOLDERS AND ALLOYS? 
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detent on the teeth of the escape wheel 
and is unaffected as the left extremity 
of the passing spring C slips past the 
allet D, but on its return engages D, 
ynlocks it just at a moment when the 
impulse pallet B is emerging from be- 
tween the pin teeth of the escape wheel 
and receives a lifting impulse from one 
of these escaping pins. In Fig. 4, the 





FIG. 4 


details of these parts are shown more 
dearly but tilted from their proper posi- 
tion as may be seen by noting from the 
center bridge where the vertical really 
should stand. The passing spring C is 
free to be deflected downward as it slides 
past the impulse pallet D, but is kept 
from rising on its return by a rectangu- 
lar hole through which it passes. The 
dotted lines indicate the circular paths 
of the passing-unlocking spring C and 
the impulse pallet B. 
ok ue ok 

HE frame carrying the  passing- 

unlocking spring swings free above 
the pin teeth, but the pallet B is planted 
on this frame so as to pass between the 
pins and receive its impulse from one as 
it emerges and the pallet D is unlocked. 
The setting of the escapement is such 
as to have the impulse delivered while 
the pendulum is swinging through the 
center of its are. The locking jewel D 
is wide enough to engage the escape 
wheel teeth and also be in the path of 
the passing-unlocking spring C. The 
pallet D is counterpoised and held to 
place by a spiral balance spring such 
as is found in watches. 








A Watch for “Dad’s Day” 


en's Day will be celebrated 
June 16 and this is an opportunity for 
the retail jeweler to feature watches as 
well as a variety of other gifts for pater- 
familias. A watch makes a particularly 
desirable gift for dad, and the wise 
jeweler will play up this appeal in his 
newspaper advertising just as strongly 
a possible. Some jewelers will get a 
list of sons and daughters and send them 
aletter giving the suggestion that a re- 
liable timepiece for Dad would. make an 
appropriate gift for Father’s Day. The 
show window should have suitable slo- 
gans for Father’s Day. The following 
may offer suggestions—“With Every Tick 
of the Watch Dad Will Remember You,” 
Time Flies, Make It Pass Pleasantly for 
Dad—Give Him a Watch.” R. F. N. 
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Keepme the Materials Up 


By Marvin M. Walters 


ES, Mr. Watch repairer, it’s your 

job to keep the materials up. The 
boss of the store, providing you are not 
the boss, will hardly be expected to come 
to your aid. He has not been working 
at the bench much of late. He does not 
know what materials you are short on, 
what number of certain sizes of crystals 
are nicked or broken. He does not 
bother any longer about your particular 
conveniences. He expects you to do this 
work, to oversee it at least, and unless 
you are going to have mightily hard 
sledding in your next few months with 
poor and unfit materials you had better 
look into every capsule, into every main- 
spring box, into the jewel cases. 


How to Keep Materials 


It is not to be expected that every 
watch shop will keep on hand the exact 
materials to fix every watch. That 
would be asking too much indeed. But 
unless we go about this thing carefully 
we will not be able to fix half the 
watches that come—no, not even the 
common ones, to say nothing of the un- 
common. The watch work that you do 
will give the cue to the materials you 
should keep. If a high grade standard 
watch comes in for a balance staff and 
you have to order a staff for it; order 
two. The little that this staff costs will 
warrant you keeping this extra one. If 
you have to order those troublesome 
little setting springs, order them in 
quarter dozen lots. The best jewelers 
are doing that. The cost is little and the 
very fact that one broke is often a clue 
to a weakness in that particular watch. 
If you see ordinary materials playing 
out, jewels that you use every day, 
growing less and less in hole sizes and 
thicknesses of settings, order plenty. 
There is no excuse for having less than 
a dozen of those ordinary jewels. Gen- 
erally it is pure improvidence that keeps 
us from being fully supplied with find- 
ings to fix most watches. Take those 
miserable wrist chains for watches, 
watch the weaknesses, and fill in your 
supply kit with plenty of materials to 
fix the jobs or else turn them down al- 
together. 

Foreign Materials 


T is always better, I think, to keep a 

great assortment of Swiss _hair- 
springs and mainsprings. The cost of 
these is very little in large and general 
assortments. Be certain that what you 
are buying is not some snide affair, not 
one of which will fit a single replace- 
ment job. Jewels of the foreign assort- 
ment lots are always to be had and it 
is well to have a great bunch of these. 
It will always be necessary to reset plate 
jewels and to reset ready set jewels for 
American watches. A great lot of nice 
sized setting and sized hole jewels for 
plates and for cock and foot settings 
are well to have. It has saved me many 


an afternoon of worry. Beware of buy- 
ing too much assortment stuff unless 
you know what it is. Let that anxious 
firm send on a few on approval. Let 
them worry about whether it will fit 
or can be used. I would not carry an 
assortment of train wheels, but I would 
carry Swiss pinion wire, so that I could 
turn down in a little while any broken 
replacement staff and pinion that came 
in. 

I have by keeping pinion wire re- 
paired many an American watch rather 
than wait for the parts to come in from 
the wholesale parts man. Of course if 
you have every day service on wholesale 
parts for the ordinary watch jobs then 
you will be spared the keeping of vast 
stores of these stocks. But as I have 
advised men about reading, it will never 
do for one to set the whole machinery 
of his life on the borrow and loan basis. 
He will need a certain amount of what- 
ever he uses that are his, at the elbow 
or at call. Remember that. Some of 
the finest equipped retail repair stocks 
of parts are to be found in stores within 
a few blocks of the wholesale findings 
store. Think what it means to. call 
up Jerry and command him to run out 
two blocks to get every living thing 
before you can fix a job. Think of him 
making 10 blocks to carry you a staff 
for a 15 jeweled watch, to reach you 
and find that the size is incorrect and 
have him hike right back for another! 
It is ridiculous. If a repairman does 
not have a pretty good supply of those 
commoner materials that he is needing 
all the while he can never expect to be 
much of a repairman. It is impossible 
for one to be a good fitter if he con- 
stantly has but one or two choices before 
him with which to fit new replacement 
jobs. 

The best fitters of jewels and balance 
staffs will have at least a choice in a 
grade and make of from two or five 
dozen to select from. There are always 
little niceties that he can have in his 
selection. I have always found it worth- 
while to buy up foreign, junked watches. 
The parts of those peculiar ones are 
remarkably alike sometimes and often a 
watch that cost very little may yield a 
part that will make five dollars’ worth 
of repair. You never can expect parts 
folks to keep a full line of all kinds of 
imported watches. 








Napoleon’s Self-Winding Watch 


APOLEON at the Battle of Auster- 
litz wore a self-winding watch which 
was made for him by the famous Swiss 
horologist, Breguet. This was 123 years 
ago. Breguet is said to have made his 
first self-winding watch about the year 
1798. 
A complete biography of Breguet ap- 
peared in a former issue of the JEWEL- 
ERS’ CIRCULAR. 













































































United States Patents 


Issue of June 4, 1929 


COMBINED CIGARETTE CASE 
BOX. ALBERT HAGEL, 
Newark, N. J., assignor to Chase Com- 
panies, Inc., Waterbury, Conn. Filed 
Aug. 25, 1928. Serial 301,953. 1 claim. 

A combined cigarette case and vanity box 
comprising a box-body formed with a shoul- 
der located in its plane and below its open 
edge, a mirror resting upon the said shoulder, 
a cigarette-compartment formed between the 
said mirror and the bottom of the said box- 
body, a cigarette loading-and-discharge open- 


1,716,051. 
AND VANITY 














13 





ing formed in the lower end of the box-body 
at one corner thereof for the successive in- 
troduction and removal of cigarettes from 
the said cigarette-compartment, a_ sliding- 
closure for the said opening, a flanged 
mounting-frame installed in the said cover 
of the article, and a clasp for normally secur- 
ing the box-body and cover together in their 
closed positions. 


1,715,966. JEWELRY CASE. LuciEN EUGENE 
Voert, Roslindale, Mass., assignor to Far- 
rington Mfg. Co., Boston, Mass. Filed 
April 23, 1928. Serial 272,086. 5 claims. 

A jewelry case comprising a sheet-metal 
bottom, sheet-metal legs extending down- 
wardly from the marginal portion of the bot- 
tom, the lateral edges of the legs converging 














val -. ae 


toward the bottom, and sheet material cover- 
ing the exposed portions of said bottom and 
legs, the leg covering material extending 
downwardly from the bottom and folding up- 
wardly over said inclined lateral edges. 


1,715,820. NOVELTY CASE. BENJAMIN BeErR- 
NARD DEITEL, Brooklyn, N. Y. Filed Dec. 
4, 1928. Serial 323,603. 5 claims. 

A vanity case simulating a book and com- 
prising an open frame constituting the walls 
thereof, the front and the two end walls rep- 
resenting the front and the end leaf edges 
of said book, outwardly projecting front and 
end flanges on said frame along one of its 








peripheries, inwardly projecting flanges along 
its other periphery, slots in the back wall 
of said case, a cover plate conforming to the 
shape of said frame and constituting the 
bottom of said case, tongues on said cover 
plate passing through said slots and bent 
flush with said back wall, a cover plate 
hinged to said back wall ‘and constituting 
the top of said case, a frame-work shaped to 
conform with said top disposed thereunder, 
bezels on said frame-work adapted to hold 
a mirror and fitting within said inwardly 
projecting flanges, a facing extending over 
said top and bottom cover plates and over 
said back wall simulating the binding of a 
book, a channel member clamping said facing 
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and said bottom cover plate to said outwardly 
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projecting flanges the entire length thereof, 
and a channel member clamping said facing 
and said frame-work to the edges of said top 
cover plate. 


1,715,500. SELF-WINDING CLOCK. FRrRep- 
ERICK C. HERBERMANN, Mount Vernon, 
N. Y. Filed May 22, 1926. Serial 110,- 


896. Renewed Dec, 28, 1927. 11 claims. 

A device of the type described which com- 
prises a clock mechanism, a driving shaft 
projecting from said mechanism, an electric 
circuit, a pair of horseshoe electro-magnets 
in said circuit arranged symmetrically about 
said shaft with their yoke portions toward, 
and their poles projecting from, said clock 
mechanism, an armature mounting on said 
shaft and having arms positioned to be drawn 





into the fields of said electro-magnets and 
to be drawn therefrom by said clock mech- 
anism, a contact plate in said circuit, a lever 
mounted on said armature arm and having 
a contact roller at one end to contact with 
said contact plate and close said circuit, a 
rocking trap plate movable to permit said 
roller to contact with said contact plate as 
said armature moves into the fields of said 
electro-magnets, and means to rock said trap 
plate to hold said contact plate upon the re- 
turn movement of said armature. 


1,715,521. TIMEPIECE. Gerorce T. Sum- 
MERS, Frederic, Wis. Filed Nov. 6, 1926. 
Serial 146,745. 1 claim. 

In a timepiece, a casing having spaced 
walls and a spring motor mounter there- 
between, one of said walls being provided 
with an aperture, a gear train connected 
with said spring motor and having a spur 





gear at its uppermost point which extends 
above the lower surface of the aperture in 
said wall, a watch movement having a motor 
and a spur gear slidably disposed within 
said aperture, whereby said spur gear on 
said gear train will positively mesh with 
said spur gear in the watch movement and 
be connected with said spring motor to effect 
the automatic winding of the motor in said 
watch movement, said watch movement be- 
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ing removable and having a portion projec, 
ing into said aperture and a portion extenj. 
ing at right angles thereto and Overlapping 
and fitting against the side of said one wall 
about said aperture, said overlapping portio, 
being cut away at intervals sufficiently tj 
accommodate screws. 


DESIGNS 


78,687, CLOCK CASING. Harry P. Dopy 








Ohio. 


Filed March 25, 1929, 
Term of patent 14 yearn, 


Cleveland, 
Serial 30,605. 


United States Trade-Marks 
Issue of June 4, 1929 


trade-marks are _ published 
in compliance with Section 6 of the Aet o 
Feb. 20, 1905, as amended March 2, 1901 
Notice of opposition must be filed within 3 
days of this publication. 

Marks applied for under the 10-year “pro 
viso” are registrable under the _ provision 
in Clause (b) of Section 5 of said Act # 
amended Feb. 18, 1911. 

As provided by 


, Section 14 
fee of $10 must accompany 
opposition. 


The following 


of said <Act,4 
each notice of 


Ser. 261,480. JacoB Brkorr & Co., Inc., Ne 
York. Filed Feb. 10, 1928. 
For Watches, Watchcases, Watch Move 
ments, and Parts Thereof. 


Claims use since Jan. 18, 1928. 


282,439. Hans 
Filed April 15, 


GANSA 


For Clocks, Watches, and Parts of Clocks 
and Watches. 
14, 1928. 


A. SCHRADER, New York 
1929 


Ser. 


Claims use since Aug. 


Ser. 280,266. Morton JEwetry Co., Int 
New York. Filed March 5, 1929. 
For Detachable Initials, Monograms, Orn 


NITTALGRAM 


ments for Leather Goods, Belt Buckles, Aut 
mobile Crests, and Baby-Carriage Crests, 4 
Plated with Precious Metal. 

Claims use since December, 1928. 


BLACKSTONE SILVER Co., Int 


Ser. 
Conn. Filed April 5, 192% 


281,896. 


Bridgeport, 











For Silver-Plated Hollow Ware. 
Claims use since on or about Jan. 1, 19% 
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June 13, 1929 


INTERNATIONAL SILVER Co., 


240. 
nity Filed 


“Meriden and Bridgeport, Conn. 


April 11, 1929. : 
No registration rights are claimed for the 


COMMODORE SILVER PLATE 


words “Silver Plate” apart from the mark 


in the drawing. 
Nr Silver-Plated Flat Tableware. 
Claims use since March 7, 1929. 


Registrations Not Subject to Opposition 


957,487. (CLASS 27. HOROLOGICAL IN- 
"STRUMENTS.) Concord WatcH Co., 
Inc. New York. Filed Feb. 15, 1928. 


Serial 261,697. 


CORTLAND 


For Watches, Watch Movements, and Parts 


f the Same. — 
. Claims use since Jan, 16, 1928. 


957,384. (CLASS 28. JEWELRY AND 

PRECIOUS-METAL WARE.) CLorson- 
gETTE Propucts Corp., New York. Filed 
Dec. 6, 1927. Serial 258,515. 


(LOLSONETTE 


For Genuine Gold and Silver Plated Toilet 
Ware and Jewelry for Personal Wear, Not 
cluding Watches. 
ooo use since Aug. 1, 1927. 


Trade-Mark Registrations Granted 


257,355. CHRONOMETERS, WATCHES, 
CLOCKS, WRIST WATCHES, AND 
SAUTOIR WATCHES. Harry E. Jacosi, 
Inc., Baltimore, Md. 

Filed Jan. 11, 1929. Serial 277,834. PUB- 

LISHED MARCH 26, 1929. 


257,239. WATCHES AND CLOCKS IN- 
CLUDING WATCH AND CLOCK 
MOVEMENTS. ome” ScrIBNER & LOEHR 
Co., Cleveland, io. 

Filed Dec. 15, 1928. Serial 276,806. PUB- 

LISHED FEB. 12, 1929. 








How to Get More Business 
(Continued from page 45) 








Study everything you can lay your 
hands on for.style. Here we have the 
keynote of modern buying—not the style 
that means a passing fad; not the transi- 
tory cheap whims of the moment, but the 
real trends that will show you what to 
suggest to your customers in the fields 
of jewelry to wear and jewelry for their 
homes. 

Let your manufacturers help you. 
Many supply excellent dealer helps and 
are only too glad to have you come to 
them for suggestions as to how they may 
be made the most effective. 

Everything should be grist to your 
mill. What other stores are doing, you 
cando. What could have more possibil- 
ities for life and color than the beautiful 
objects you have in your store? Where 
can one find more romance and drama 
than in fine jewels and exquisite work- 
manship? If you yourself have this atti- 
tude of interest and enthusiasm, you can 
undoubtedly impart it to your customers. 
If you never lose ar opportunity to keep 
your store before the public in a pleasing 
light, the certain rewards of increased 
sales, higher prestige and greater enjoy- 
ment for you are sure to come. 








THE JEWELERS’ CIRCULAR 


The Retail Jewelers’ Advertising 
(Continued from page 51) 








Geiger & Ament, Louisville, Ky., 
whose silver announcement is illustrated, 
advertise during every month of the 
year, although their volume, of course, 
is less during January, February, July 
and August. Nolte C. Ament, enterpris- 
ing vice-president of the concern, who 
looks after the advertising, uses an ad- 
vertisement in the rotogravure section 
of a local paper every Sunday in the 
year. 

“Last week,” said Mr. Ament, “we in- 
augurated a half hour of orchestra mu- 
sic over our local radio station, WHAS, 
and we are on the air every Wednesday 
at 6.30 and will be until the expiration 
of our contract in September. We can- 
not tell as yet how effective radio adver- 
tising will be as it is purely an experi- 
ment with us.” 








Consular Notes 





Three Canadian merchants are desir- 
ous of making purchases of jewelry 
lines, according to the Bureau of 
Foreign and Domestic Commerce, at 
Washington, D. C. A Regina firm seeks 
cheap novelty jewelry for country-store 
trade. Additional information can be 
obtained by referring to File No. 38807 
of the Department of Commerce’s rec- 
ords. A Toronto concern is in the mar- 
ket for novelty metal necklaces, brace- 
lets and vanity cases, and further details 
can be secured by inquiring for File No. 
38748. Watches, watch-cases and cheap 
clocks are sought by a Montreal estab- 
lishment, whose wants are listed under 
File No. 38809. 


* * * 


The Bureau of Foreign and Domestic 
Commerce reports a Geneva, Switzer- 
land, firm seeks the agency for pocket 
and wrist watches, watch-cases, and 
watch attachments. Additional details 
are procurable on applying to File No. 
38755 of the department’s records. 








Announcements of the following fairs 
have already been made and probably 
will be augmented by others: The 12th 
International Colonial Sample Fair, 
Bordeaux, France, June 16-July 2; the 
eighth Commercial and Industrial Ex- 
hibition and Fair, Trallinn (Reval), Es- 
tonia, August; the 51st Canadian Na- 
tional Exhibition, Toronto, Aug. 23 to 
Sept. 7; the 10th International Fair, 
Ljubljana, Yugoslavia, Aug. 31-Sept. 9; 
the 12th International Sample Fair, 
Zagreb, Yugoslavia, Sept. 7-15, the In- 
ternational Sample Fair, organized in 
the 13th century, Vienna, Austria, Sept. 
1-7; the 19th International Sample Fair, 
Prague, Czechoslovakia, Sept. 1-8; the 
21st International Sample Fair, Utrecht, 
the Netherlands, Sept. 2-12; and the 
fourth International Fair of Saloniki, 
Greece, Sept. 15-30. It is understood 
that jewelry will be exhibited at most of 
these fairs. 


New Enterprises 





Mr. and Mrs. B. L. Patterson of 
Altus, Okla., have opened a jewelry 
store at Robstown, Tex. 

Harry Pogue, proprietor of a jewelry 
store at Van Dyke Ave., Warren, Mich., 
has opened a branch shop on Center 
Line, that city. 

A. B. Milkins, retail jeweler at Wyan- 
dotte, a suburb of Detroit, Mich., 
recently opened a new store in Lincoln 
Park, an adjoining suburb. 

R. L. Fox, formerly of Edgefield, 
S. C., an experienced watchmaker and 
jeweler, has opened a jewelry store in 
the Rutland Hotel block, Batesburg, 
S. C. 

Welte & Wieting have opened their 
new jewelry store at 118 S. Jefferson 
Ave., Peoria, Ill. This business was 
moved on June 1 from 216 S. Adams St., 
to its present quarters which are more 
spacious and modern. 

The new store which A. Hirsh, retail 
jeweler, opened this month at 19 S. First 
St., San Jose, Cal., is one of the finest 
in the city. Mr. Hirsh has been in busi- 
ness in San Jose as a retail jeweler for 
13 years. 

S. A. Stanley, 534 Collins Ave., Miami 
Beach, Fla., has purchased the store of 
Edward Sundman, 240 Fifth St., that 
city. Mr. Stanley will operate his new 
store in conjunction with his trade shop 
at his old address. 

R. V. Green formerly in charge of 
the repair and manufacturing depart- 
ment of the Busch-Sallan Co. at Lan- 
sing, Mich., has been transferred and is 
now manager of the Busch-Sallan Co. 
in Muskegon, Mich. 

J. T. Coleman, veteran watchmaker 
for many years associated with J. F. 
Creel, Peachtree Arcade jeweler, At- 
lanta, Ga., has moved to Carrollton, Ga., 
his former home, and opened a watch 
repair shop of his own. 

A charter has been granted to Bai- 
den’s, Inc., of Georgetown, S. C., to buy, 
sell, repair and deal generally in 
watches, jewelry, etc. The capital stock 
of the company is $1,000. The officers 
are A. H. Baiden, president, and W. H. 
Baiden, secretary and treasurer, accord- 
ing to the incorporation papers. 

Crescent Credit Jewelers, Inc., operat- 
ing a chain of five jewelry stores in 
Sioux City, Fargo, N. D., La Crosse and 
Oshkosh, Wis., and San Bernardino, Cal., 
has taken lease on the site at 1603 Fifth 
Ave., Moline, Ill., and will open its 
sixth store there June 20, succeeding the 
P. N. Nelson Jewelry Co. in the location. 
B. J. Rubel will be manager. Isadore 
Horwitz, Fargo, is president of the com- 


pany. 








Stocks in the Gem Jewelry Store were 
badly damaged by smoke and water on 
Monday, June 3, when fire swept through 
the second and third floors of the Peck 
building, Atlanta, Ga., in which the store 
is located. Incidentally, this is the build- 
ing recently leased by Claude S. Bennett, 
prominent Atlanta jeweler. 




































THE JEWELERS’ CIRCULAR 


THE RESORT HOTEL 


of the 
NATION’S CAPITAL 


Within Ten Minutes of the White House 
1200 Sunshine Rooms (All Outside) with Bath 
$5.00 Single $8.00 Double 
RIDING—GOLF—SWIMMING—TENNIS 


Write for Special Summer Rates 
HARRY WARDMAN, Pres. L. G. MOORE, Mng. Dir. 





Aerial Searchlight visible 50 miles casting 
its rays from our roof. 


























1299.00) 


Per Day 
and Up 


S. Gregory Taylor, President 





Old Fashioned Hospitality 
in a Modern Setting 


In the Grand Central Section, 10 minutes 
from Penn. Station, near Times Square, 
Fifth Avenue shops and important com- 


mercial centres and theatres. 

Radio in Every Room— 
Single Rooms $3 to $5 per day 
Double Rooms $4 to $6 per day 





NEW YORK CITY 










800 Baths 


Oscar W. Richards, Manager 


June 13, 1999 











BRAXMAR BADGES 


STANDARD FOR FIFTY YEARS 
Police—Fire—Municipal 
Badges in All Metals 


FRATERNAL JEWELRY 


C. G. BRAXMAR CO. 
242 W. 55th ST. NEW YORK 




















Rosemarie Pearl Co. 
" 132 Nassau Street 


New York 
Phone Beekman 6881 
PEARLS and STONE NECKLACES 
BEADS of ALL KINDS 








EXPERT PEARL RESTRINGING 














Only 
reund stones appear equare. 
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SAMUEL STERN 


; 71 Nassau St., New York 
a ‘Phone Cortland 4346 


ring that will t Meonufectures Fine Platinum 
~ mount —_ Jewelry—Bpectal Order Work. 





“Changeable Ring” 
Patented U. 8. A 








<p \EMS-BAL FOR 
ENO DALSUOeS 


SCHOOL - COLLEGE & FRATERNITY PINS 
INTERBORO MEDAL & BADGE CO., 32 E. 22d St., New York 








4 A Complete Line of Colored Stones 





> 94 CANAL STREET 





N 


fer Jobbing Purposes 


We can supply all of r colored stone 

your order every eieien as to careful —— ey a 
delivery. MAIL ORDERS GIVEN PROMPT AND L 
ATTENTION. 


LEVERE COMPANY 





NEW YORK 4 








i The 
BELLEVUE:STRATFORD 


PHILADELPHIA 
A Hotel of Distinction 
J. MORRIS ROBINSON, Managing Director 


\ Affiliated Hotels 
t Sherry Netherlands Willard 


' 
{) New York City Washington, D. C. 




















PRACTICAL COURSE IN ADJUSTING 


Price $1.50 





JEWELERS PUBLISHING CORPORATION, 
239 West 39th St., New York 





























